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ON A QUAL 


You can look to the future with a feeling of security if you've built-your rosness s in stv hoes on the 


78 


oA 


sound foundation of quality that is consistently good season after Season. Tweedi hold the unique 


position of being one of the most satisfactory profit-making lines in its price range—a line that sells 


I 


consistent quality plat- 


Shoemakers since 1874. 
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VOICE of the TRADE 


CARDINAL GIBBONS said: “The 
higher men climb, the longer their 
working day. And any young man 
with a streak of idleness in him 
may better make up his mind at 
the beginning that mediocrity will 
be his lot. Without immense sus- 
tained effort, he will not climb high. 





And even though fortune or chance 
were to lift him high, he wouldn't 
stay up there. For to keep at the 
top is harder almost than to get 
there. There are no office hours 


for leaders.” 
* . + 


S. L. SLOSBERG of the Green 
Shoe Mfg. Co., says: 

“Rapid growth has been one of 
the major problems in fitting chil- 
dren’s shoes in the smaller sizes. 
Most parents seek to meet this con- 
dition by having shoes fitted larger 
than necessary so the shoe will not 
be outgrown before outworn. As 
most children’s lasts are made to- 
day, this means that the child is 
wearing a shoe far too large all 
over, in order to provide about a 
half size extra length against foot 
growth. 


“The only practical correction 


of this ‘out’ seems to be the adding 
of a half size in length without 
disturbing the other measurements, 
heel, instep, etc. This procedure 
provides accurate fit at the major 
fitting points, with room to spare 
for natural growth. Inasmuch as 
length growth is much more rapid 
than that of other dimensions, the 
above procedure seems quite logi- 
cal for meeting one of the greatest 
problems facing the juvenile shoe 
fitter.” 


% % + 


BR OBERT E. LEE, one-time stock 
broker, got interested in shoes be- 
cause his dogs hurt him while he 
was pounding the pavement. He is 
given full credit for putting the 
little Belgium, Wis., shoe plant of 
Allen Edmonds Shoe Company on 
its feet. 





aa% 
~~" ee, 





Vice-president Lee says: “We 
had something different and learned 
how to sell it in a different way. 
I learned how to sell and how to 
demonstrate by starting at the bot- 
tom, meeting customers face to 
face. By actual count, there are 
347 manufacturers of ‘arch type’ 
shoes in the United States and 


Page 19 


many of them arent doing any 
too well. 

“In ordinary shoes the welt goes 
only back to the heel. Uppers are 
sewed to the welt and nailed to the 
heel. Our welts run the full length 
of the shoes, in one piece. The 
steel at the arch is eliminated. Our 
tops are sewed to the welt all the 
way around. Heels are not nailed 
to the uppers. The whole shoe is 
soft and flexible. 

“In our demonstrations we bend 
the toe back to the heel. We jump 
on ’em and kick ’em and immerse 
“em in water. We abuse ’em in every 
way we can imagine and show how 
they spring right back into shape.” 


% * % 


A. A. DAVISON, governor-gen- 
eral of the Paragon Shoe Company 
and A. A. Davison, Ltd. of Mel- 
bourne, Australia, attended the Bos- 
ton Show and indicated that “hands 
across the sea” was second only to 
the simile of the inseparable pair- 
age of footwear likes and dislikes 





in America and Australia — two 
countries that walk the same path 
of style. 

He paid high compliment to the 





stimulation of American designs, 
lasts and particularly new mate- 
rials—refreshing the demand for 
footwear; for if it were not for 
America’s interest in the progress 
of footwear, women would still be 
wearing “high shoes.” 

He tells us that 98 per cent of 
the footwear made for women in 
Australia are authentic turns. He 
also said we could learn something 
from Australia in the love of sports. 
“No stores are open Saturday after- 
noon. It is almost unthinkable for 
anyone to continue business on that 
day. A rifle-shot fired down any 
street in the center of the city 
wouldn’t hit a soul except, perhaps, 
the policeman, for the public is off 
to the sports. They wear more actual 
sports footwear in proportion to 
total population than what Amer- 
ica wears in what is termed spec- 
tator sports footwear.” 


* * * 


BRETURNS, complaints, refunds— 
the banes of the shoes business. 

Complaints irritate merchants 
more when the full tide of selling 
is on. The customer with a kick 
enters the store on Saturday and 
in a loud voice demands a new 
pair. She may be accompanied by 
two or three of her friends who 
chime in with her, to justify, by 
endorsement, the claim she makes. 
There is nothing much to be done 
under the circumstances, than to 
accede to the high pressure. 

Some stores have a way of 
adroitly bringing the claims to the 
back of the store, but believe it or 
not, some of the chronic kickers 

















refuse to budge from their point 
of vantage and insist upon full 
redress right then and there. It is 
a form of protest-picketing by the 
consumer that has developed from 
the fact that some chains have tried 
to solve their return problem by 
making it a rule that no adjust- 
ments are made in the store, but 
are made at headquarters. This 
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HONK, HONK! 


Die 


—There were 22,589,666 automo- 
biles (passenger cars) registered in 
the United States in 1935. 

—There were 17,424,000 telephones 
listed during the same period. 

—In other words, there are ap- 
proximately five million more 
automobiles in operation today 
than there are telephones. 

—All of which goes to prove that 
we can get along without a tele- 
phone but not without a buggy 
wagon. 

—My personal statistician advises 
me that, based on a total of 31,- 
000,000 families, over 600,000 
miles of paved streets are kept in 
perpetual motion by 34 of an 
automobile for each family. 

—What a country! 


Zt & i Oy 


President 








necessitates the making out of a 
claim sheet by the consumer and 
four or five days may elapse be- 
fore the adjustment is made. 

One store, to outsmart the 
chronic kicker, posts a sign: “No 
Returns Or Refunds Today,” the 
idea being to soften the wrath of 
the customer and to put off to 
another day the adjustment. The 
store that uses this system has had 
this sign posted for the last seven 
days running. In other words— 
when the store is busy, up goes the 


sign. 
* * * 
WILLIAM NOLL was very much 
in evidence at the shoe show in 
Boston. For 36 years he has been 
secretary of the Boston Shoe Trav- 
elers Association and still keeps 
the records, indicating its continu- 
ing life; and what’s more, continu- 
ing solvency as an association. 
Billy will reach his four-score 
years on November 12, 1936—a 
good day for us all to remember. 


He indicates that there is a possi- 
bility of an outing and meeting of 
the Boston Shoe Travelers the week 
following the Fourth, continuing 
a tradition of at least 36 years. 


* * * 


BB ESIDES picking a presidential 
candidate and moulding a plat- 
form, the Republican national con- 
vention at Cleveland demonstrated 
the most incredible speed of mod- 
ern news dissemination. Through- 
out the great G.O.P. conclave, pic- 
tures, air-shipped late at night, 
were on the streets of distant cities 
before the birds were up next 
morning. 

The keynote speech of Senator 
Steiwer of Oregon, finished at about 
10.30 P.M., June 9, and on the 
counters of the Air Express Divi- 
sion of Railway Express Agency, 
in the convention building, in the 
form of news stories, photographs, 
news-reels, etc., by 11:00 P.M. was 
in the next morning’s early editions 
in many cities. 

A number of large newspapers, 
published in other cities, had their 
own trucks and newsboys on the 
streets of Cleveland during the con- 
vention, and material air-expressed 
to them in New York, Chicago and 
Philadelphia, as late as midnight, 
was in their paper on sale in Cleve- 
land early next morning. 

Publicity plays a vital part in 
every phase of modern life and 
nowhere is it more important than 
in the distribution of merchandise 
at retail. Good advertising and the 
news of shoes are powerful levers 
in getting more shoes sold right. 





A FLEET of some thirty-two sail- 
ing dinghies now sail the Charles 
River Basin in front of the Massa- 
chusetts Institute of Technology. 
In ceremony of launching the fleet, 
one boat was drawn up on the ways 
for the daughter of the president 
of M.L.T. to christen with a bottle 
of champagne. Because these fast 











little boats can be lifted by two the 
idea of breaking a bottle of cham- 
pagne across the bow was quite a 
problem. 

Colonel Harold S. Wonson, an 
alumnus of Massachusetts Institute 
of Technology, who was standing 
close by during the launching cere- 
mony, noticed that a window wedge 
was fastened to the bow, against 
which the bottle of champagne was 
hurled in christening the fleet. Col. 
Wonson also observed that the craft 
had a name plate—‘Presented by 
J. Franklin McElwain” and that’s 
the reason why we are telling the 
story—for M.I.T. has quite a num- 
ber of illustrious sons now in the 
shoe business. 

This year the Massachusetts In- 
stitute of Technology is celebrating 
its 75th anniversary and believe it 
or not, one graduate of the original 
graduating class, now 96 years of 
age, was in hale and hearty atten- 
dance. 








A NEW crop of experienced shoe 
salesmen is one of the most press- 
ing needs of the industry today, 
according to Max Lackner, shoe 
buyer for the Denver May Co. 

Finding that it is almost impos- 
sible to get enough first-class, ex- 
perienced men, Lackner has, in 
the last year or so, been develop- 
ing a “new crop” right within his 
own department. He selects per- 
sonable young men with from one 
year to one and one-half years of 
selling experience in some other 
line and starts them out in the 
stockroom. If they are particularly 
progressive, they are sometimes 
ready for a selling position within 
a year or so. 

After the first few months of 
stockroom work, a_ prospective 
salesman is gradually given some 
experience in selling. At first, he 
merely spends some time on the 
floor observing what the other men 
do. Then, during rush periods, he 
is given a few customers, at first 
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under the supervision of an ex- 
perienced salesman. 

“We’re becoming more strongly 
convinced all the time that the 
only way real shoe men can be 
made is to start them from the 
bottom,” says Lackner. “This back- 
ground is essential. All too many 
supposed shoe salesmen now just 
don’t have the necessary qualifi- 
cations. 

“The very scarcity of experi- 
enced men in this line makes it 
one in which intelligent young 
men should be willing to start at 
the bottom. They have every op- 
portunity for advancement.” 


* * * 


HIELEN WILLS—queen of ten- 
nis—now sportswear designer for 
Lastex in costumes, shoes and ac- 
cessories, says: 

“I believe that the future of 
fashions and styles for women lies 
in the suitable adaptation of wear- 
ing apparel for action—for the 
strenuous demands of everyday 
life. I feel that I am especially 
fortunate to be able to take up 
designing at this particular mo- 
ment, 

“TI realize very clearly the de- 
mands of action upon wearing ap- 
parel; the strain and stress imposed 
by vigorous movement both upon 
the fabric and the lines of a cos- 
tume. Freedom in motion is not 





“GRAM 
UNTER 








Page 21 





only beautiful to see, but it brings 
health and tranquility to the nerves. 
It distinctly adds to the joy of life. 

“I am extremely happy to be 
able to take up this new career at 
a time when the trend of fashions 
for women is toward beauty of line 
and freedom in motion. I should 
emphasize especially the fact that 
what I mean by beauty of line is 
the natural line of beauty, than 
which there is no greater perfec- 
tion.” 

* * * 
SONJA HEINIE is to skate on 
the screen. Her picture will be 
released in the Fall and the most 
skilled skater in the world has 
face, figure and form which lend 
themselves to influencing women 
toward Winter sports. 

Skating and skiing will domi- 
nate Winter promotions. Some shoe 
men lead the way, particularly Ben 
Childs of Thos. S. Childs & Com- 
pany, Holyoke, Mass., with his 
ski and snow-shoe shop. Depart- 
ment stores in the northern Winter 
belt of the country are planning 
to go the limit. Fur-lined boots 
are being sampled for Winter 
sports wear of the spectator type. 

So the planning goes on for 
snow and ice sports. The very 
thought of it is a cooling thing 
these hot days. But continue to 
remember it as something to be 
done later in the season. 


“Which one of you is the ‘cute little salesman’ who waited on Miss Brown?" 
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hat every pair of children’s shoes 
we sell will be carefully fitted by a competent shoe fitter. Children 











in the ages of vigorous growth may show increases in foot-length 


of a full size in a six months’ period. Shoes sold over the counter, 


without proper fitting, may cripple or injure the feet of growing 
Americans. 


© Iheteos.in this sbose, we prohibit the sale of chil- 


dren’s shoes without fitting service. 



























































LES : SS — 


Facsimile reproduction of “Pledge of Service,” which will be supplied to retailers on request, printed on heavy stock for framing. 
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Selling Shoes “Over The Counter’’ Is 


Likely To Cause Lifelong Foot Trouble 


WE have reduced complaint losses to a new low and 
increased repeat business considerably by strongly 
discouraging the purchase of children’s shoes without 
proper fitting. 

In previous years, we had a lot of unjust complaints 
due to mothers buying shoes for their children with- 
out a fitting. After the child had worn the shoe—a 
shoe bought entirely according to the mother’s state- 
ment of proper size—and it proved to be too long or 
too short or not the right last, the customer would 
bring it back and demand an adjustment. Many 
mothers would even buy shoes for their children by 
telephone. 

Of course, getting away from this condition is a 
difficult problem. We still have a good deal of it 
but much less than before and we are convinced that 
eventually, we can eliminate it. However, cooperation 
of the industry as a whole would bring a quicker and 
more certain correction of the condition. More about 
this later. First, let’s examine specific steps which we 
have taken in this store. 

Even though it occasionally loses us a sale, when a 
customer tries to buy shoes without having the child 
fitted, we put up a very strong argument against it. 
We tell the patron something like this: “Lack of 
proper fitting in childhood is likely to cause lifelong 
foot trouble. When shoes are correctly fitted while the 
feet are ir the formative stage, they have a chance for 
normal, healthy development. When incorrect shoes 
are worn, the foot never has a chance for normal 
growth. 

“Better shoe stores and departments all over the 
country have made large investments in X-Ray ma- 
chines to insure proper fitting for children. This is a 
free and yet invaluable service which every parent 
should take advantage of. It’s your absolute duty as 
a parent to see that your child’s feet are properly 
fitted from infancy on. 

“We recommend that you select a salesman you like 
and in whom you have full confidence and let him 
regularly fit your child. He will learn your individual 
preferences and be able to give you quick, efficient 
service. And, you'll know at all times that your child’s 
feet are being protected. 

“You know, Mrs. Blank, it is difficult for those of 
us who have healthy feet to realize just how serious 
foot trouble can be and how easily it is caused. Science 


by MAX LACKNER 

Shoe Buyer The Denver May Company, 
as told to 

LUCIUS S. FLINT 


has proven that innumerable bodily ills are directly 
traceable to foot troubles.” 

In connection with the use of X-Ray equipment, I 
might mention that we have installed an additional 
X-Ray machine in our men’s department. The one in 
the women’s and children’s section brought such ex- 
ceptional results that we felt men should have the 
same service. Rather surprisingly, we’ve found that, 
as a rule, men are actually more prone than women 
to buy shoes that are too short for them. 


X-Ray Shoe Fitting 


I can’t shout the praises of the X-Ray machine too 
highly. It takes the guesswork out of fitting. It often 
reveals some minor foot defect which, if taken in time, 
can be easily corrected and save the customer from 
untold discomfort. And the equipment does worlds 
to instill confidence. It enables a patron to know, to 
his own satisfaction, that he is being fitted correctly. 

But, getting back to child fitting, when we do have 
to sell a pair of shoes without fitting, we always mark 
them with the letters N.F., indicating that they weren’t 
fitted. Then, if a customer comes back and tries to 
throw the blame on us, we have something to fall 
back on. 

Of course, our most pressing problem is to get 
away from unjust complaints. But, we do look farther 
than that. We realize that proper fitting, with resultant 
foot comfort, means repeat business. In the last few 
years, since we have been concentrating on the edu- 
cating of mothers, we have definitely increased our 
repeat business. We have numerous customers who 
have regularly brought their youngsters here for shoes 
from the first pair on. 

Another thing we have done in this direction—a 
rather long-range appeal but an effective one—is to 
inclose educational literature with every pair of chil- 
dren’s shoes sold. We have had particularly good 
results from a leaflet entitled, “Your Children’s Feet 
and Their Care.” 

[TURN TO PAGE 52, PLEASE] 
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X-Ray of a Child’s Feet at Two Years 


AT the age of two the feet show a crowded condition, 
due to short shoes. This photograph gives you some 
idea as to how the foot is crowded into the shoe. 

Metatarsal bones are cramped out of alignment, due 
to poorly designed, ill-fitting shoes. Note the natural 
spread of the foot. The fourth and fifth toes have been 
turned to the inside to accommodate the design of the 
shoe. Observe lapping of the toes. This is chronic 
already at the age of two. 

Right foot—within shoe shows alignment of the foot, 
also crowding and cramping of bones due to an im- 
proper, ill-fitting shoe. 

Note outward swing of the phalanges or toe bones. 

The shoe, fit short, is applying a pressure at the end 
of the third, fourth and fifth toes and will give con- 
siderable trouble in later years. 

The lapping of the toes will cause soft corns. 

Short fitting caused the large toe to swing over and 
in time will cause a bunion. 
















X-Ray of a Child’s Feet at Three Years 


NOTE the position of the compressed foot into the 
short shoe. At this age the shortness is destructive to 
the foot, and the bones push back in order to make the 
foot fit the shoe, but what happens to the tissue in forc- 
ing these little bones back is a question. We realize 
that it prevents the bones from developing in proper 
shapes. 

Left foot—without shoe shows general alignment of 
the bones of the foot. The five odd shaped bones will 
develop into a perfect arch structure providing care is 


Studies in Children’s 
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Shoe 

















exercised in fitting shoes properly. Toe bones are 
turned and chronic from poorly designed, ill-fit shoes. 
Note the spacing between the bones from natural elonga- 
tion. Now look at right foot, within shoe. Observe 
large toe is being forced over by the short fit shoe. Lap- 
ping condition of all the toes. Crowded metatarsals 
caused by pressure of the short shoe. Crowding of the 
metatarsals which compresses the arch bones and pre- 
vents them from developing in the natural way. 


A Child’s Feet at Four Years 


THIS photograph compares the foot within the shoe 
and without the shoe. The one with the shoe shows that 
there has been no disturbance created at the arch to 
developing of the arch bones and no interference to pre- 
vent arch bones from developing naturally. Because 
the shoe was fit too narrow it caused the toes to lap. 

The foot without the shoe shows the third, fourth and 
fifth phalanges or toe bones to be bent in, which you 
will note has become permanent. In order to correct 
this it will be necessary to work these bones back into 
a straight line and then place the child’s foot in the 
proper sized shoe. 

You will notice from the photograph that the outline 
of the stocking is preventing the toes from straighten- 
ing out. 

Left foot, with shoe toes lapping due to narrow fit 
shoe. Small toe crowded by shoe swinging in too sud- 
denly. Small space from toe end to shoe. Foot is held 
back by narrow and short fitting. Crowding at the 
arch bones. 

Right foot, without shoe. Bone alignment and spread 
of the foot. Large toe swinging to the right and small 
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Photos of Clinical Studies in 
Children’s Shoe Fitting by Adrian 
X-Ray Shoe Fitter, Inc., Milwaukee 


toes swinging to the left. The bones at this point show 
distortion. Toes are lapping. This is caused by nar- 
row shoes. This condition is chronic, but can be cor- 
rected by the right kind of shoe. Arch bones in natural 
position. 


A Child’s Feet at Five Years of Age 


THIS child, age five, due to poorly designed and ill- 
fitting shoes, got into the habit of walking with his toes 
in. This caused the knees to also turn in. Due to the 
age of the foot and by properly fitting the child with 
the right kind of shoes the condition was corrected, as 
you will notice in the photograph with the shoe on. 
After the first pair of shoes was fit, the foot immediately 
straightened out and corrected the pigeon-toe and knee 
condition, and helped the child to walk with the toes 
in a straight line. 

Left foot, with shoe. Note the alignment of the bones 
of the foot by studying lines one. The second, third 





AGE 5 YRS 














and fourth metatarsals are crowded together at the arch. 
Note particularly the position of the internal cessemoid 
bone at point two. This bone was first forced out of 
position because of the pressure applied to the end of 
the large toe, and would have developed in a distorted 
position if a correction had not been made. This is a 


As Revealed by the X-Kay 
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very important bone to watch in doing orthopedic work, 
as this bone controls the alignment of the relative arch 
bones and also controls the position as the photograph 
shows, the alignment of the second, third and fourth 
metatarsals. Note the position of the phalanges or toe 
bones with lines one, how they are distorted and turned 
in due to the short-fitting shoe. 

Right foot with well-designed orthopedic shoe. This 
foot has been put in an orthopedic shoe, having a long 
inside counter which is padded to shape underneath 
the arch. It was necessary to fit this shoe especially 
narrow in order to give the proper fit at the arch. The 
narrowness of the foot can be distinguished by the 
bulging of the foot at the large toe bone. It was im- 
portant to do this in order to bring about a correction. 
Note the position of the internal cuneiform bone with 
the orthopedic shoe compared with the one with the 
shoe off. This long counter with the pad has pushed 
this bone into its natural position, and in doing this it 
placed the second, third and fourth metatarsals in their 
proper location relative to the arch bones. By follow- 
ing lines one you will notice the straight alignment of 
the bones that show distortion in the foot without the 
shoe. Also the torture to the phalanges at the end of 
the toes. The short stocking is still in evidence in this 
fitting. It was also necessary to fit this shoe with a 
trifle shorter size in order to get the proper fitting at 
the arch and it was not recommended to wear this shoe 
any longer than four months when the child should have 
a size longer shoe, the same width. After the second 
fitting it is possible to narrow this foot up a trifle, giv- 
ing it the extra length needed. 

[TURN TO PAGE 48, PLEASE] 
































































AIR STEP SHOES FOR N 


Big front-page news is about to break! ... An Here's a men’s shoe even more outstanding than 
announcement about a new Men's Style Shoe the sensational Air Step Shoe for women which 
that will rock the shoe world! The most revo- made shoe history last year. It's a men’s shoe 
lutionary shoe development in the past half with patented features no other shoe can offer 
century. The most important improvement in and that competition can't match. Exclusive fea- 


shoe-making since the Goodyear Welt. One that tures that can be seen, felt, demonstrated. A she 
actually brings a new day to shoe dealers... so new, so different, so appealing to men, that 











ones 
pPE AD 
































“TT REVOLUTION IN MEN'S SHOE DESIGN 


it's bound to be a sure-fire new customer-getter, 
a sure-fire repeater—at a profitable mark-up. P 
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he Edlilors Quilfook 


A Pledge of Service to Children 


LET’S do something toward bringing the shoe busi- 
ness back into the hands of shoe men. Because of 
carelessness and indifference, shoes are rapidly becom- 
ing “package” goods and their sale spreads all over 
the entire field of merchandising. Let’s start a crusade 
in behalf of children’s shoes—for with that proper 
beginning we can do much to bring feet and footwear 
back into the hands of shoe men. 

It was our good fortune to address the Ohio Shoe 
Retailers Association in Cincinnati last week and to 
gain at first hand some valuable ideas leading in the 
direction of getting more children’s shoes sold right. 
The enthusiasm and endorsement of the merchants 
there was most encouraging and appreciated. A promi- 
nent manufacturer of women’s shoes stepped up and 
said: “Let me have that pledge (copy of which ap- 
pears on page 22) for I want it posted in every store 
selling our women’s shoes, for it is my belief that 
the errors and accidents of poor fitting in childhood 
are in part responsible for the troubled condition of 
many an adult woman’s foot. If we can correct foot 
troubles at the source, we can increase the apprecia- 
tion and purchases of good shoes in later life. 

So in this issue we launch a national campaign 
through shoe stores, shoe departments and all shoe 
men who render a service over the fitting stool—the 
children’s crusade which means more health and hap- 
piness to children and a real opportunity to industry 
to serve the juvenile public of this country. 

So much of the time of shoe men is spent in con- 
templation of men’s and women’s shoes that they seem 
to overlook the fact that there are in this country 
27,043,000 pupils enrolled in the public, elementary 
and secondary schools (teachers, supervisors and other 
employees of these schools—1,189,188), indicating 
that nearly one-quarter of the population of the coun- 
try is engaged in education. In 1934 nearly $1,800,- 
000,000 was expended by the public schools; and the 
cost of public school education was $67.33 per child 
enrolled in 1934—a decrease of nearly $23 from 1930. 

The problem is more fundamental than a school 
problem, for the factor of fitting should be a con- 
sideration of the trade from the time the little tot 
puts on a pair of first socks. In no way do we want 
to make this a campaign for orthopedics. It is more 
than that fractional part of children’s shoe service. 
The important thing is to preserve the normal and 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


natural which come with the new-born child, and 
should continue through life. One merchant volun- 
teered the information that he would be only too glad 
to remeasure in his store any children’s feet for any 
shoes purchased anywhere, in the belief that much of 
the need for buying children’s shoes over the counter 
had its origin in economic necessity. 

We emphasize the basic principles of social service 
that might be promulgated by shoe stores in the belief 
that a competent person at the fitting stool is more 
capable of estimating the right length, width and bulk 
of a foot in relation to its proper foot covering. So 
rapidly grows the sizes of children that a change of 
shoes may be developed in a very few months, necessi- 
tating at least a periodical examination of the foot each 
quarter of the year. 

We are endeavoring in this issue to point the way 
to better service in children’s shoe fitting and hope 
that every merchant, everywhere, will support and 
sustain public interest in this direction. Recently a 
survey was made of children between the ages of four 
and six. These facts were revealed: Short shoes— 
26 per cent, Short stockings—97 per cent, Heels worn 
indicating weakness—11 per cent, Toes out of line— 
43 per cent, Longitudinal weakness—93 per cent, Splay - 
foot—37 per cent, Uneven knees—11 per cent, Knock 
knees—39 per ‘cent, Excessive perspiration—l6 per 
cent, Suspected athlete’s foot—8 per cent. 

If that condition exists generally, how necessary 
it is for shoe store inspection of growing feet. For 
fear that you might shie at the bottom line in the 
Pledge of Service stating: “Therefore, in this store, 
we prohibit the sale of children’s shoes without fitting 
service,” may we say this? There should be a re- 
sponsibility on your part to the children you are 
already serving. The parents who telephone for a 
pair of shoes or buy the shoes, to be fitted at home, 
should be subject to the rule of the pledge—for a 
good rule is one that carries with it an obligation as 
well as an opportunity. 

“A PLEDGE OF SERVICE. Growing feet deserve 
proper fitting. This store pledges. . . . That every pair 

[TURN TO PAGE 48, PLEASE] 
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Most 


Convention 


President of Lilinois Retailers: C.A. 


Swanagan Heads Travelers Group 


PEORIA, ILL.—The finest convention ever held by 
the Illinois Shoe Retailers and the Illinois Shoe 
Travelers Avsociations was staged this week in Peoria. 
With about 100 lines of shoes on display and 500 re- 
tailers from Illinois and Iowa in attendance, the meet- 
ing was definitely and unanimously declared a success. 

The show opened on Sunday with the day devoted to 
the inspection of shoes and the annual golf tournament 
between the Shoe Retailers and the Shoe Travelers, 
which was won this year by the Shoe Travelers. Sun- 
day evening a buffet supper was held at the Pere Mar- 
quette Hotel with the Retailers as guests of the Travelers. 

On Monday there was a luncheon with a business 
meeting following at which the subject of juvenile foot- 
wear, orthopedic footwear, men’s footwear, and women’s 
styles was discussed. The meeting opened with .an ad- 
dress of welcome by H. J. Neumiller, president of the 
Peoria Association of Commerce. Then followed an 
interesting talk on juvenile footwear by Mel Crenshaw 
of the International Shoe Company, in which he pointed 
out that 18 per cent of the population of the United 
States are between the ages of 1 and 8 years and 25 
per cent of the population are from 1 to 12 years old. 
The pairage for juvenile shoes in 1935 was 59,000,000, 
which is certainly a market worth going after, Mr. 
Crenshaw declared. 

The great importance of having a juvenile section in 
the retail store was strongly emphasized and the main 
point brought out was to have a man behind the fitting 
stool who not only understands children’s feet, but also 
understands children and is able to gain the complete 
confidence of both the youngsters and the parents. 


Illinois Retailers and Travelers 


Suceessful 


Five Hundred Retailers from Illinois and 
Towa Diseuss Current Trade Problems and 
Inspect 100 Lines of Shoes Shown at 


Peoria—F. P. Broecker of Quincy. New 


























W. J. CRAWFORD 


Chairman of Peoria Convention Committee 


In the Fall line-up for novelty juvenile shoes Mr. 
Crenshaw predicted that the Texas Centennial will have 
a strong effect with a lot of higher type boots being 
sold, and he also predicted that a lot of ski boots will be 
in demand this Fall. A real treat was offered the mer- 
chants in having George Musebeck of the Musebeck 
Shoe Co. talk to them on orthopedic footwear. Mr. 
Musebeck went very thoroughly into the greatest prob- 
lem of manufacturing orthopedic footwear, which is the 
law of tissues. He also emphasized the fact that the 
majority of orthopedic customers are 35 years old or 
older and that in order to get the younger people using 
orthopedic footwear a great deal of education and pro- 
motion still has to be done. 

“Personal service,” said Mr. Musebeck, “must be 
placed in the limelight rather than the dollar.” The 
men’s shoe angle was very well handled by George 
Hutchins of the Freeman Shoe Co., who gave some ex- 
[TURN TO PAGE 57, PLEASE] 
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Ten Ways to Increase Retail Sales Volume on Juvenile Footwear 


LLET school children help to step up the shoe business 
and the returns will be two-fold: (1) shoe sales dur- 
ing the immediate school year, and (2) shoe sales 
during the years to come, for today’s school children 
are tomorrow’s citizens and shoe customers. 

Ten possible steps for doing this are as follows: 


1. Speeialize in Sehoo! Pietures! 

To tie this up with the shoe business the series 
might be entitled “Steps in Our Local Schools!” Use 
present-day pictures of school buildings, school off- 
cials or teachers, school teams, school activities, and 
school groups. Pictures of former times in the local 
schools might also be used. All these pictures—one 
at a time—might be used to illustrate the newspaper 
advertising space for the shoe store with copy beneath 
each tying the picture up closely to shoes. These same 
pictures can be featured in window displays of foot- 
wear and also in inside store displays. 


2. Print Official Book-Lists ! 


By contacting the proper school officials, the shoe 
retailer can obtain the official book-lists for the va- 


by LESLIE E. DUNKIN 


rious grades and for the high school. All of these 
can be printed neatly and attractively with appropriate 
advertising copy for footwear included on the sheet 
or folder. These book-lists can be distributed free to 
all school children and their parents, either from the 
store or from the schoolrooms—if the latter will be 
permitted by the school officials. 


3. Give a Pair of Shoestrings to 
Each School Child! 


However, to obtain the strings, the child will have 
to register his or her name, address, date of birth, and 
the name of the parent or guardian. Then when the 
birthdays come, and also at Christmas, the shoe re- 
tailer will send a greeting card to each child. Pre- 
vious to these occasions in the child’s life, the retailer 
will send a personal letter to the parent or guardian 
suggesting that an appropriate gift for such an occa- 
sion is a pair of new shoes, 

[TURN TO PAGE 54, PLEASE] 
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GIVE CHILDREN’S FEET A FITTING CHANCE 


EVERY child born with normal feet deserves to reach 
maturity with feet and body unimpaired by the wear- 
ing of shoes that do not fit. Careful fitting by a com- 
petent person of every pair of shoes worn during the 
formative years will make this possible. 

Those who buy shoes for children and others in- 
terested in child welfare must be made to appreciate 
more fully the importance of preventing foot troubles 
among children. 

The best means of accomplishing this is through a 
consistent nation-wide campaign of education, spon- 
sored by responsible stores in various communities 
and so planned and presented that all appearance 
of direct commercialism is avoided. 

The parents (and guardians) must feel that the 
benefits to the children are the primary object of the 
campaign, and that profit through shoe sales to the 
individual store is incidental. That should also be the 
attitude in the minds of the merchants participating 
in the promotion. If you do a conscientious job both 
in promotion and in the fitting service rendered in your 
store, you can be sure you'll profit. And the public 
will know that it is a just profit—your deserved re- 
ward for real service well rendered. 

In advertisements used by the individual store to 
tie-up with the campaign the copy should state: “Ours 
is one of the good stores in the community, where 
competent salespeople will render conscientious ser- 
vice in fitting children’s shoes.” Where a representa- 
tive group of stores unites in a cooperative campaign, 
the listing of the various stores gives the customer 
the opportunity of choosing the store to which she will 
go for children’s shoes. 

The major features of the campaign should include: 

A medium-sized newspaper ad each week. 


A Promotion Plan to Encourage Shoe 


Fitting to Protect Growing Feet 


by BR. E. ANDRUSS 


- 


Folders on the importance of correct fitting and the 
care and exercise of children’s feet. 

Talks to various groups by qualified persons, with 
demonstrations if possible. 

Display of Pledge Cards by participating stores. 

Arrangement with chiropodists or podiatrists to give 
free examinations of children’s feet. 

Work to get foot examination into school’s health 
examination of children, or a plan by which cus- 
tomers of various stores are reminded at regular 
intervals to bring the children in for a check up of 
their feet and shoes. 

Contests that focus attention on children’s foot 
health—prizes for articles by children on the im- 
portance of foot care, perfect foot contests, and so on. 

The program should be so organized that it will 
be carried on over an extended period, instead of the 
usual week allotted to special campaigns. 

In place of big ballyhoo, let the campaign get un- 
der way with a series of ads—one each week featuring 
the slogan “Guard the Foundation Line.” Where pos- 
sible the should 
he used. 

Then, as school time approaches, play up the im- 


illustrations emphasizing slogan 


portance of a check-up on children’s feet and shoes 
after a Summer of activity. “This is as important 
as watching the eyes and teeth.” 

[TURN TO PACE 56, PLEASE] 
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4 INDEPENDENCE DAY. 

Enjoy it by getting your 
mind off the shoe business for 
the next forty-eight hours, so 
that you can come to the store 
Monday morning ready to make 
an aggressive fight for Summer 
business. 


8 THE day to check your 
stocks, And to make it 
easier why don't you build what 
the chain stores call a “Basic 
Stock List", which is nothing 
more than a list of the numbers 
you should ALWAYS have in 
stock. With this as a quide, 
checking is simple. 
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THE RETAIL 


Good Shoes Deserve Good Sales Promotion 


1 HALF of 1936 is gone. 

What do your figures 
show? Did you do a better job 
of retailing than you did last 
year? Is your stock in better 
shape than on July |, 1935? Did 
you make a better profit this 
year? And do you know WHY 
you did it—and how? 


THIS is the month to con- 

centrate on white foot- 
wear so that your stocks will be 
well down by August |. It is 
far better to miss a few sales in 
Auqust than to carry the bulk 
of your profit over in stock, or 
to qive that profit away in 
Auqust markdowns. 


13 CONTINUE your Sum- 

mer style displays this 
week, unless you're having a 
clearance. But don't continue 
the SAME displays you had last 
week. Rearrange them and 
make them look different. Bring 
up to the front the styles that 
were in the background last 
week. 


THERE'S another week- 

end holiday ahead of you, 
so do what you can to make 
today and tomorrow good busi- 
ness days. An ad in today's, 
or last night's paper on foot- 
wear for the holiday will help. 
And there should be several 
good specials in your windows 
too. 


6 IF you're starting your 

Clearance Sale today this 
will be a busy day. Otherwise 
you should change all your 
windows today to as interesting 
a style display as you can make. 
In either event you should have 
plenty of tempting values well 
displayed. 


10 YOUR July advertising 

budget should be limit- 
ed, except for such amounts as 
you may appropriate for your 
Clearance Sale, but you should 
advertise regularly during the 
month. Today, for instance, 
you should have a moderate 
size ad on Summer styles. 


1 4 DO you go after shoe 

repair business? Many 
stores ider it a ary 
evil, but it can be made to pay 
a profit, and at the same time 
bring new customers into your 
store. A bargain price on rub- 
ber heels for instance will inter- 
est a lot of people. 





3 BE sure and place a patri- 

otic display in your win- 
dow today to remain in over 
the holiday. And make sure 
your merchandise displays are 
interesting too, so that your 
windows will be at work SELL- 
ING while you are away from 
the store enjoying the holiday. 


THIS is the month to plan 

ahead for Fall, and if you 
are not already doing so we 
suggest you consider the ad- 
visability of adding auxiliary 
lines such as women's purses 
and qloves. They add extra 
profit, and they bring more 
people into the store. 


11 BE sure you have some 

good bargains in the 
windows today, even if you're 
not having a store-wide sale. 
This is the season for sales 
everywhere, and ‘window-shop- 
pers are bargain minded. A 
tempting offer or two will bring 
many of them into your store. 


1 WITH the month half 

gone, it is appropriate 
that this is the day you check 
over your stocks again, using 
your Basic Stock List. And keep 
that list up to date! The num- 
bers that were basic a month 
ago may be entirely out of the 
picture by today! 














1 6 DO you find it difficult 

to write snappy display 
cards for your windows? Try 
keeping a file of appropriate 
sayings and captions you see in 
other advertisements, many of 
which are published in the 
Recorder. Then, when you can't 
get an inspiration for a good 
card, qet out your file and look 
it over. 


920 THE first of your Fall 
styles should be arriving 
soon. And just as soon as they 
come in you should begin to 
plan promotion for Fall Shoe 
Opening, August 15. The same 
applies to the new Fall hosiery 
shades which are now available. 


94 WHAT are you going to 
advertise for Saturday 


promotion? If you have a new 
style or two you can feature 
them. And hosiery is always a 
qood line to feature. It should 
qet at least one big advertising 
promotion each month. Per- 
haps today is the day. 


9 HOW about those odd 

jobs you have been put- 
tina off ‘tll the quiet season, 
such as cleaning up the fixture 
room, checking over the lights 
and cleaning them, and giving 
the heating plant the once- 
over? Now is the time to get 
those things done. 
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CALENDAR for JULY 


A Werking Schedule for Busy Merehants 


17 IF you have not found it 

necessary to have a 
store-wide clearance but still 
have a few odd lots to clear, 
why not have a one-day sale 
some Saturday, tomorrow per- 
haps. Put in sale windows with 
biq price cards and run a 
strong sale ad. 





91 BEFORE you display the 

first advance. Fall styles 
in your window there should be 
a postal card mailing to your 
customers telling them about 
the Fall footwear. It will arouse 
interest and bring in some 
trade. Plan this and other Fall 
advertising early. 





95 AMONG your custom- 
ers there are some who 
are always ambitious to be the 
first with the new styles. You 
know who they are. Why don't 
you make a list of them, and as 
new styles arrive that might in- 
terest them make a practice of 
calling them on the phone. 


99 IF today's check of 
stocks does not find 
them in a clean condition and 
ready for the new Fall numbers 
that will be arriving in August 
then you have not been making 
full use of the valuable informa- 
tion that you secure from your 


weekly check. How about it? 








18 AN Illinois store that 
uses the hosiery club 
idea had a window recently 
ihat stopped every passerby. 
In the center of the window was 
a big placard reading "The 
13th Pair Free!" Smaller cards 
explained the plan, and there 
was a big hosiery display too. 


9 THERE'S another use for 

that Basic Stock List you 
use for your weekly check of 
stock. Properly built it be- 
comes a buying guide that you 
can take to market with you, 
so that you will be sure to buy 
ONLY the price lines and styles 
YOUR customers want. 


















30 HOW about August? 
Are you all set to get 
away to an early start on Fall 
business? The new month be- 
gins on a Saturday and offers 
you five week-ends to do some- 
thing special to increase sales. 
Better check over your plans for 
the month today. 























93 WHEN a quiet day 
comes along and trade 
is slow why not begin giving 
some thought to your Fall cam- 
paiqn. Now is as good a time 
as any to plan your Fall window 
and interior trims, figure your 
advertising budget and make 
your selling plans for the sea- 
son. 


97 FRESHEN up your win- 
dew displays for the 
week, and change all your dis- 
play cards. Perhaps you have 
some close-outs that could be 
featured in one section under 
the heading of Month-End Spe- 
cials. Another "Vacation Foot- 
wear" display would also be 
timely. 





31 START the new month 

off with a good ad to- 
night that will bring shoppers 
in tomorrow. What you feature 
depends upon stock conditions, 
but unless you feature some- 
thing, and have a few excep- 
tionally good values in the win- 
dow you cannot expect a big 
day. 
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JUNE ADS STRESS 
QUALITY 
AND STYLE 
FOR SUMMER 





Me tn FOOT RESTS aionnemmeecne | | @NE of the current developments in the shoe busi- 
| Padednts.c ish sana iaimaiec atars eee ness, repeatedly stressed at the several conventions held 
| | this month, is the renewed interest on the part of the 

DYNAMIC STYLES 5 | oh ‘ 
OE A ie | public in quality footwear. A study of retail shoe ad- 
oe ee ee vertising published these past few weeks reflects gen- 
erally this new quality consciousness, or at least the 
conviction, on the part of enterprising merchants the 
country over, that quality and fashion, rather than price, 
are the sales appeals through which they have the best 
chance of loosening the purse-strings of the public this 

Summer. 

One sees price advertising, to be sure, and announce- 
ments of cut price sales and clearances. But nationally 
speaking and up to now, there has not been that wide- 
spread scramble to throw shoes overboard that we have 
witnessed some other years in June, nor have clear- 
ances been as numerous as one might have expected in 
a season when the weather, in many localities, has been 
anything but favorable to the promotion of Summer 
shoes. [TURN TO PAGE 58, PLEASE} 
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To properly set off the merchandise you have to 
sell, you naturally want your store attractive in 
appearance. 


But a store should be more than beautiful. Beauty 
is admirable from an artistic standpoint. But it 
should be beauty that may be actually measured 
in increased business and profits. In other words, 
“beauty with a business sense.” 


Stores planned and equipped by this organization 
attract much attention by their beauty. But, and 


, GRAND RAPIDS STORE 
EQUIPMENT COMPANY 


Main Offices and 
Grand Rapids, 


Branch Offices and Representatives in Principal Cities City. om pes 


Factories: 
Michigan 





JOHN WANAMAKER NEW YORK 
Shoe Department 


far more important, these stores are practical and 
efficient in their operation. They are “designed 
for selling, planned for profit.” 


Irrespective of the size of your store, no matter 
where it is located, we can help you in the all- 
important matter of your layout and display 
equipment. Modernize now for modern business. 


Without obligating you, write us for further infor- 
mation on our service, which is readily available 
to you. 





MAIL THIS COUPON TODAY 





* 8.6 
Grand Rapids Store Equipment Co. 
Grand Rapids, Michigan 

Please send us further information on your 
Store Planning Service and Equipment. 


Name___————tst(CstCsSCSsS A dress 
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STEWART & POTTER COMPANY, BROOKLYN, NEW YORK 


STYLE — SERVICE — FIT 


are indispensable factors in Last Making. For 
over fifty years, Stewart and Potter Company 
have maintained an acknowledged leader- 
ship in this art. 

Leading Shoe Manufacturers and Retailers 
know that shoes made over these lasts are 


foot fitters and always properly styled. 


THE LAST WORD 


UNITED 


UNITED LAST COMPANY— 
140 FEDERAL STREET, BOSTON, MASS. 


When writing advertisers please mention Boot and Shoe Recorder 
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REGIONAL / SERVICE 
IN 


The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. EMPIRE LAST WORKS 
AUBURN, MAINE ROCHESTER, N.Y 


T. W. GARDINER CO. KRENTLER BROS. CO. 
LYNN, MASS. ST. LOUIS, MO. 


UNITED LAST CO. KRENTLER BROS. CO. 
BROCKTON, MASS. MILWAUKEE, WIS. 


stewart & potrernco, THE LAST WORD  ynitep tastco., trp. 


BROOKLYN, N. Y. U N | T E D MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 
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A sensational seller in the top grades at both Seattle and San Francisco conventions, shoe at the left was bought by C. J. Pessemier, 





of Tacoma, in all colors of reversed calf and tan calf for August selling. The new lighter, high-riding broad strap (center) was bought 
by Meier-Frank, of Portland, Oregon, in suede with calf trim and suede with genuine alligator trim. Tie in brown gabardine with 


Retail Peril 


SEATTLE, WASH.—A convention, busi- 
ness-like and serious in tone, was held 
by the Pacific Northwest Shoe Retail- 
ers’ Association June 21-24, and it 
proved to be the best-attended meeting 
in the nine years’ history of this live 
organization. 

The opening words of President C. J. 
Pessemier expressed the thoughts of all 
present when he stated: “I believe that 
the shoe man who is serious and who 
will pay attention to his business will 
make real money this Fall. All of us 
on the entire West Coast feel most op- 
timistic relative to the coming season, 
regardless of the political situation, and 
we have dozens of good, sound reasons 
to back up this belief.” 

Real fireworks were furnished by Lee 
Langston, manager of the N.S.R.A. 
when he sounded a word of warning on 
the apparent strength of the consum- 
ers’ cooperative movement, especially 
as it is being formulated in the State 


Consumer Co-operative 





cream colored stitching at right was bought by A. Y. Drain, of Rhodes Department Store, Seattle. 





ants of “Production-for-Use” Program 


of Washington. From reports it ap- 
pears that the State of Washington is 
now engaged in a “production for use” 
program that is far-reaching in its 
possibilities. Already, Mr. Langston 
has been advised, the state is engaged 
in cooperative canning factories, lum- 
ber mill, shingle mill, apple-butter 
plant, sweater factory, operates a 65- 
acre farm, as well as numerous other 
“production for use” activities. All 
products in these enterprises go to 
those on relief, which are furnished 
them instead of the dole. Now, with 
an excessive production, the state has 
a surplus of manufactured goods for 
which there is no apparent use other 
than through cooperative retail selling. 

Retailers present were surprised to 
learn from Mr. Langston of a rumored 
proposal for a shoe factory financed by 
the state on the production-for-use ba- 
sis, which in turn might distribute its 
products through cooperative state- 





Plan Viewed As 


Langston Warns Pacific Northwest Merch- 


owned stores, or force independent deal- 
ers to retail the product on a no-profit 
basis. All of this, he forcibly stressed, 
is an indication of a nation-wide trend 
and was recently highlighted in a spe- 
cial bulletin issued by the Retailers’ 
National Council as further evidence 
of concern felt in this movement by re- 
tailers in all lines of business all over 
the country. 

Merchants present showed great in- 
terest in Mr. Langston’s reference to 
the control of mid-season sales, espe- 
cially from what he told them of what 
other cities had accomplished through 
cooperative efforts. Shoe merchants in 
Denver, Salt Lake City, San Francisco, 
Omaha, Portland and Seattle all have 
indicated their immediate intention of 
starting such a program in their re- 
spective cities, he reported, as a result 
of his discussions with them on this 
important phase of retailing. 

[TURN TO PAGE 63, PLEASE] 






































smart combination 
(i left) bought by Charles 
Berg Company, of Port- 
land, Ore., in blue suede 
with blue patent trim, 
black suede with black 
patent trim and brown 
gabardine with cinnamon 
suede trim. Turrell’s, of 
Seattle, bought center 
number in brown suede 
with bronze kid facing 
on strap and bow, also 
black and green suede. 
Classically simple broad 
strap with one button 
(right) in rust calf was 
bought by A. Y. Drain, 
of Rhodes, Seattle. 
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The Kistler “BENCH BRAND” mark on the shank of shoes 


tie 


is as significant as the word Sterling on silver. 


Public preference is accorded trade marked products. That 
method of business procedure is the key to more sales, more 
repeat business, more profit. Why should sole leather be any 
exception? It isn’t. Because of the increasing realization of that 
and appreciation of resulting advantages, more men’s shoes 
with Kistler “BENCH BRAND” leather soles—trade marked— 
are being made and sold today then ever before. 


KISTLER “BENCH BRAND” SOLE LEATHER 


A BALANCED TANNAGE 


combines in one superfine brand, all qualities required of sole 
leather in profitable shoe manufacturing and merchandising. 
Since 1840 we have stood side by side with the trade to give 
the public something better to walk on. Today the Kistler 
“BENCH BRAND” mark on the shank of shoes is as significant 


as the word Sterling on silver. It means—nothing finer in sole 
« It’s an advantage in buying t to have the names of 


shoe snanufactaters making shoes that carry KISTLER leather. 
“BENCH BRAND” LEATHER SOLES. Write us for them. 


THIS CHART REPRE- 


OF THE WHOLE sive. 


eather ompany 


FOUNDED - 1840 


HTT TTT Tt Tf boston mass: | {Il} 


When writing advertisers please mention Boot and Shoe Recorder 

















KEEP SHOES IN THEIR 
ORIGINAL SHAPE 


\\ 


What's the use of building a shoe over a last, if 
every fine detail is eventually lost because the 
shoes are treed on inferior forms? 


A shoe on a last is perfectly shaped—it presents 
an attractive appearance. Fairy Forms, built ex- 
actly like the last over which the shoe is made, 
enable every shoe to retain its original features of 
contour and design, thus making these shoes, 
when placed in windows and on counters, look 
good enough for every customer to buy. 


Don’t lose sales just because your shoes don’t 
look. as smart as they should! Order Fairy 
Forms today. You'll be pleased at the results. 


Manufacturers, too, 
will find that samples 
treed on Fairy Forms 
present a far better ap- 
pearance when they 
are being shown to 
buyers. 


Remember — There 
is a Fairy Form for 
every type of shoe and 
for hosiery, too. 


SHOE FORM CO., Inc. 
AUBURN, N. Y. 


Manufacturing Branches 
United Last Co., Ltd., Montreal, Canada 


Northampten Frankfort 
England Paris Germany 


Melbourne, Australia France Mexice City, Mexico 
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Studies in Children’s Shoe 
Fitting 


[CONTINUED FROM PAGE 29] 

















Illustration of child’s feet at six years, as shown by X-ray, reveals 
effect of short-fitting. 


THIS child’s shoes were constantly fit short from in- 
fancy. The right shows a picture of the foot within 
the shoe, and the left without a shoe. 

The picture without the shoe shows extreme distor- 
tion of the bones which are entirely out of alignment. 
This short fitting also caused a swing at the arch struc- 
ture. The phalanges at the large toe are out of align- 
ment 1% inch. The second toe is turned at the end, and 
the third, fourth, and fifth toes show a swing to the 
inside with the little toe underlapping the fourth toe. 
The phalanges in the small toe are actually bent to 
conform with the shortness of the shoe. It is only a 
matter of a few short fittings to bend the bones in their 
tender years. With the proper fit and shoe this foot can 
be brought back before the bones are entirely matured. 

Notice the lapping of the large toe and the second toe 
of the foot within the shoe—also the bulging of the 
flesh at the other toe ends. In this case it is not alone 
the short shoe, but also the stocking that is short. 


The Editor’s Outlook 
[CONTINUED FROM PAGE 32] 


of children’s shoes we sell will be carefully fitted by 
a competent shoe fitter. Children in the ages of vig- 
orous growth may show increases in foot-length of a 
full size in a six months’ period. Shoes sold over the 
counter, without proper fitting, may cripple or injure 
the feet of growing Americans. THEREFORE IN THIS 
STORE we prohibit the sale of children’s shoes with- 
out fitting service.” : , 

Here is the pledge. If you believe in it, tell the 
world about it and live up to it in getting more chil- 
dren’s shoes sold right. 
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Sees Advent of Color in 
Mien’s Formal Field 


S©WVITH the growth of Technicolor in motion pic- 
tures, the biggest noticeable change in men’s clothes 
will be in the formal field,” says Hugh Daniel, men’s 
stylist at RKO-Radio. 

Mr. Daniels has done considerable experimenting 
with color and color combinations and finds that black 
entirely disrupts an otherwise beautifully colored scene. 
Black, he says, does not photograph well in large sur- 
faces, also it tends to detract from the beautiful colors 
of the gowns worn by the women. 

After working with “Becky Sharp,” done entirely in 
Technicolor, Mr. Daniels found that nothing added 
to the beauty of a scene more than the use of the beau- 
tiful colors worn by the men in this picture, especially 
when they served as a foil for the colorful clothes of 
the women. 


Outside of pictures, black for formal wear is de- 
cidedly on the wane. In its place are coming beau- 
tiful colors, expertly blended and selected for the 
occasion. A new formal suit has been designed by 
Mr. Daniels which will shortly be used in a new 
Technicolor picture. The trousers are brown in a 
rich chocolate shade, while the double-breasted jacket 
is a delicate champagne shade. With this suit the 
wearer will have a white shirt, collar and handker- 
chief, while the tie matches the rich chocolate color 
of the trousers. A yellow flower in the button hole 
not only looks bright, but photographs well. 

Another outstanding tail suit has been created in 
silver gray and with some black used to accentuate 
the gray. Shoes for both these suits are important. 
With the brown suit, light-weight nappy leather pumps 
will be detailed, while for the gray suit, gray nappy 
leather pumps or one or two-eyelet toes will be worn. 

For Summer wear in the semi-formal field, nothing 
will be more striking than blue trousers worn with a 
silk gabardine shawl collar jacket of silver gray. With 
this outfit, a yellow linen cummerband is worn, match- 
ing yellow or amber jewelry, and a yellow boutonniere. 
Red, blue and wine shades are also suggested. Shoes 
in all cases are light-weight buck or sueded leathers 
in colors to match the trousers. 


Possibly no one color has caused so much favorable 
reaction to masses of men as has the Fleet Blue, which 
was sponsored by Mr. Daniel. This color is a first 
cousin to the ever-popular navy blue. It was brought 
out by him as a complement to the motion picture, 
“Follow the Fleet.” This shade of blue combines the 
happy faculty of being striking and yet conservative. 
It can be worn from early morning to late at night. 

Many of the best dressed young men in the film 
colony have adopted fleet blue costumes—Randolph 
Scott, Erik Rhodes and Gene Raymond, for example. 

A number of clothing stores which have shoe de- 
partments featured Fleet Blue in windows. 

















“THIS IS THE TENTH 
YOUNG ’UN GROWING 
INTO THOSE SHOES!” 


Exaggerated? Of course. But it’s done to impress 
the extraordinary qualities of wear and comfort 
of Rock Oak Soles. Really remarkable the good 
will a good sole can bring about—and the repeat 
business that goes with real satisfaction. 


Scientifically tanned, close fibred, carefully se- 
lected, Rock Oak is the “sole” choice of many a 
good manufacturer. To give you an extra talking 
and selling point for your shoes, ask your manu- 
facturer to use Rock Oak—the sole preferred by 
repairers everywhere. 


The American Oak Leather Co. 
Cincinnati Chicago 
St. Louis Boston 


MN) 


SOLE LEATHER, sc" 
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Wiseonsin Merehants Meet aud Buy 


Most Suceessful Convention in a Decade Arouses Enthusiasm at Madison 


Mapison, Wis., June 23.—The most 
successful convention of a decade or 
more from the standpoint of attendance, 
enthusiasm and business prospects was 
concluded today by the Wisconsin Shoe 
Retailers’ Association. 

Approximately 75 retailers, in addi- 
tion to sales representatives of 36 
manufacturers, were here for the 
three-day session, rewarding the ef- 
forts of its officers to resuscitate an or- 
ganization which for several years had 
been dwindling in numbers and effec- 
tiveness. Last year the membership 
totaled no more than 30, in contrast 
with a previous roster exceeding 175. 
Next year the convention will be held 
in Milwaukee during the week of June 
14, and by that time, through an inten- 
sive campaign, it is planned to increase 
the membership to 200. 

“We are determined,” said Joseph I. 
Hyland, newly elected president, “to 
build an organization strong enough to 
command attention in legislative and 
other matters affecting our business.” 

Retailers, who insisted that closer 
application to business, necessitated by 
the depression years, has been respon- 
sible for their inactivity rather than 
lack of interest, showed a ready re- 
sponse to the demand for a revitalized 
organization. 

President Hyland of The Huegel-Hy- 
land Shoe Company, Madison, was 
elected to succeed Theodore G. Mayer, 
Wausau. Other officers are Sidney 
Weber, Janesville, vice-president, suc- 
ceeding Tom Hamilton, Berlin, and 
Milton Boucher, Manitowoc, who suc- 
ceeds himself as secretary-treasurer. 
Directors are J. B. Haroldson, La- 
crosse; Leonard Englert, Wausau; Tom 
Hamilton, Berlin; J. K. Peterson, Mad- 
ison; Maurice Fitzsimons, Fond Du 
Lac; and William F. Gleue, Wisconsin 
Rapids. 

A universal cry for “shoes that fit’’ 
and generally expressed fears of com- 
petition from low-priced footwear im- 
ported from foreign countries. particu- 
larly from Czechoslovakia, furnished 
the outstanding themes of discussion, 
but the convention had a brighter note 
in a widely disclosed expectation of a 
brisk Fall, trade. 

Salesmen showing their samples at 
the Park and Loraine hotels reported 
much heavier buying than they have 
experienced in several seasons. One 
displayed orders for more than 1500 
pairs of expensive shoes, mostly from 
dealers in small towns. Another sales- 
man of a slightly less expensive brand 
announced orders for 2400 pairs, and 
several others reported sales approach- 
ing the 2000 mark. Suedes and buck 
leathers will be strong in the Autumn 
trade, according to convention fore- 
casts. 

The tariff question was the one mat- 


ter to command attention at the final 
business session. It was Tom Hamilton 
who broached the subject of imported 
shoes. He noted that one Czecho- 
slovakian sales outlet already has been 
established in the state, at Beloit, and 
that others are contemplated in Wis- 
consin. The convention registered sen- 
timent for a higher tariff on imported 
footwear and President Hyland was in- 
structed to take up the matter at the 
national retailers’ meeting in January. 

The business session Tuesday after- 
noon was dominated by S. J. “Steve” 
Brouwer, veteran Milwaukee shoe mer- 
chant and pioneer in orthopedic re- 
search. 

Mr. Brouwer proposed a school in 
every state to teach shoe dealers and 
clerks how to fit shoes properly, and he 
deplored the tendency of manufacturers 
to “build beautiful patterns over dam- 
nable lasts.” 

“The unfinished business of shoe men 





New Book Shows More Than 
250 Modern Store Fronts 


An unusual book that should prove 
of interest to the shoe merchant who 
plans to remodel or modernize his store 
is The Kawneer Book of Store Fronts, 
recently published by The Kawneer 
Company of Niles, Mich. Although 
issued by a manufacturer of store 
fronts, signs and other material, the 
book is devoted less to advertising than 
to the pictorial presentation of inter- 
esting store fronts from all over the 
world. It contains over 250 pictures 
illustrating attractive fronts in 17 dif- 
ferent countries. Thus it serves as a 
valuable source of ideas for merchants, 
erchitects and builders. 

Copies of this new Kawneer book 
may be had on application to Boot AND 
SHOE RECORDER, 239 West Thirty-ninth 
Street, New York, N. Y. 


“The modern stor2 front attracts atten- 

tion and secures action from people who 

spend money.” Illustration from cover 
design of new Kawneer book. 


in America,” Mr. Brouwer said, “is to 
fit feet right. Every shoe man should 
learn what is under the sock and under 
the skin of the foot.” 

Style men are extremists, and may 
resent his proposals, he declared, but 
he insisted that a “common sense” pol- 
icy will pay in dollars and cents. 

“Keep people walking and you will 
do more business,” Mr. Brouwer con- 
tended. “Foot-distorting styles wreck 
your business. I resent the fact that I 
have to sell damnable things that harm 
the customer. I don’t believe the 
saloons of America have ruined so 
many people as shoes have.” 

His statements were supplemented by 
Mr. Fitzsimons, another veteran retail- 
er and first president of the association, 
who charged that the merchant is made 
the goat for experimentation in styles, 
and whose pet peeve was “shoes that 
slip in the heel.” 

“They’re everlastingly tinkering with 
the toes and not giving a damn about 
the heels,” he complained, and William 
Gleue added his denunciation of “beau- 
tiful models that please the eye and 
forget the feet.” The statements 
brought information from Brouwer 
that some of the Wisconsin manufac- 
turers have overcome the difficulty of 
heel slipping. 

The manufacturers found defenders 
in President-Elect Hyland and Oscar 
Jensen, another Madison retailer, who 
declared the makers of shoes are not 
alone to be blamed for “crazy” styles. 
If dealers would accept the samples 
shown instead of having their orders 
rebuilt to suit their own ideas of style, 
there would be less trouble, Mr. Hyland 
suggested. 

The annual convention banquet at 
the Park Hotel was addressed by Pro- 
fessor Joaquin Ortega of the Univer- 
sity of Wisconsin faculty, who gave a 
foreign-born American’s idea of “the 
big business man and the little busi- 
ness man and his relation to the pres- 
ent political situation.” 

The business of America, he suggest- 
ed, should be the creation of as many 
“prosperous little men as possible.” 

One of the “extraordinary absurdi- 
ties” of this great nation, he said, is 
the fact that “there is no personal 
credit in America” and no adequate 
provision for “character loans,” while 
“the speculator and the clever man can 
get all the credit he wants.” 


Charles P. Morton Dies 


CINCINNATI—Charles P. Morton, 64, 
treasurer and general manager of the 
Morton Last Company of Cincinnati, 
died at his home in Avondale, Ohio, 
on June 19. He suffered ill health for 
some time. 
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ecially when their unbroken surfaces have Smart monotone shoe designed 
by Evelyn Ziniti. Specify 
Marrona Brown Shadow Kid, 


a dull, smooth finish, are high-fashion news ‘a a season Of CON- No, 3ND with pipings of ps 
Castle Glazed Kid, No. 3N 


hted autumn leather, is 2 


Monotone shoes, esp 


trasts. Shadow Kid, new dimly-lig 
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perfect expression of this theme. 


+ is a rich complement to "woodsy tones” in town costumes. 
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Selling Shoes "Over 
the Counter" 


[CONTINUED FROM PAGE 24] 


Something that we’re seriously con- 
sidering now is to include fitting advice 
in all of our children’s shoe newspaper 
advertising. We have already adopted 
the slogan: “Expertly fitted and 
checked by X-Ray.” It is used in all 
our advertising—and it has definitely 
helped to build confidence. 


Need for Cooperation 


I mentioned a little earlier the need 
for cooperation in this problem. It 
should take several forms. First, 
nationally known manufacturers would 
doe well to advise fitting for children 
in all their advertising to the general 
public. The trade press has done a 
worthy job in foot health work, but 
the theme the trade papers have car- 
ried out should be extended for gen- 
eral consumption. 

The second approach should be 
through retailers themselves. If all 
merchants would sincerely discourage 
the sale of children’s shoes without 
proper fitting, in direct contacts with 
customers and in advertising, a great 
deal could be accomplished even with- 
out the help of manufacturers. It is a 
temptation to make a sale without giv- 
ing this advice—particularly if you 
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Fast Selling — Profitable Numbers — 


In Stock @ Don’t Miss 
Sales for Lack of Sizes 


Nationally known shoe stores find our 
quality so good that a profitable mark-up 
is easily maintained, plus repeat sales. 
Anticipate your fall season requirements 
now. Samples and prices on request. 
No. 984 Men's Side Leather Bootee; full 
sheeplined; high beaver cuff; oa ex- 
ible) single soles (new process — espe- 
cially made for comfort) and rubber 
heels, Sizes from 6 to 12. No. 983 Ladies’, 
sizes from 3 to 8. 


No. 181X “The Three Blind Mice”; also 
“Three Bears—Goldy Locks” and “Boy 
Blue — Jacky Horner”. each with four 
color imprintec designs. Sizes 5-2; 48 
pairs to the case. Priced to sell in vol- 
ume (children’s). 


No. 781 Children’s Kid Zipper; patent 
leather or electrified sheep cuff; single 
oak soles (flexible). Colors: Red, Blue 
one Brown. Sizes 6 to 10. No. 782, sizes 
11 to 2. 


No. 464 Men's Sheepskin Hy-Lo. Combed 
and clipped; oak (flexible) single soles 
(new process—especially made for com- 
fort) and rubber heels. Sizes 6 to 12. 
No. 463 Ladies’, sizes 3 to 8. 


Mondl 


MANUFACTURING COMPANY 


1936 


No. 781 





OSHKOSH, WISCONSIN 





feel there is a danger of losing the 
business by it—but if we all cooperate 
in this direction, there is no need for 
anybody to feel bad effects. 


Sattler's Complete 
Air-Conditioning 

BUFFALO, N. Y.—Sattler’s, Inc., one 
of the largest shoe retailers in Western 
New York, has completely air-condi- 
tioned its store at 998 Broadway, em- 
ploying a system consisting of 39 auto- 
matically operated units which blow 
10,000,000 cubic feet of cooled air into 
the store every hour, it was announced 
by Charles Hahn, Jr., vice-president. 

The central equipment is located in 
a newly constructed penthouse atop the 
three-story Broadway Building. In it 
are eight compressors, capable of pro- 
ducing 1,000,000 pounds of ice daily. 
These compressors cool and pump 57,- 
600 gallons of water an hour for con- 
ditioning the air in the store. Thermo- 
stats keep the temperature at a pre- 
determined number of degrees cooler 
than the outside air. The equipment 
requires a total of 580 horsepower and 
involved an installation cost of ap- 
proximately $180,000. All the air enter- 
ing the store is filtered; pollen and dust 
being entirely removed. It is the larg- 
est single air-conditioning plant for a 
store in this part of the state. 


W. F. Piers Heads Indianapolis 


Retailer's Association 


INDIANAPOLIS, IND. — William F. 
Piers, manager of the Feltman-Curme 
Shoe store was elected president of the 
Indianapolis Shoe Retailer’s Associa- 
tion at the second meeting, June 16, 
in the Hotel Washington. E. L. Lover- 
man, of the Baker Shoe Stores, Inc., 
was named vice-president; I. F. Heiden- 
reich, proprietor of Heid’s Foot Com- 
fort Shop, secretary and George 
Thompson, Marott’s Shoe Shop, trea- 
surer. 

The election of officers was the first 
order of business after the dinner and 
the reading of the report by the nomi- 
nating committee. President Piers ap- 
pointed the By-Laws committee headed 
by Frank North, chairman, Sidney 
Stout and E. L. Loverman. 

Plans were discussed and sugges- 
tions offered but nothing definite was 
done except the establishing of closing 
hours for all members. The next meet- 
ing will be held July 7, in the Hotel 
Washington. 


Celebrates 75th Birthday 


JEFFERSON, WIs.—F. L. Ritchie, vice- 
president of the Copeland & Ryder 
Company, celebrated his 75th birthday 
on June 25. He received many good 
wishes from his friends in the shoe 
industry, — 
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BUY as you SELL 


And Avoid Frozen Capital in End Sizes 


The Recorder Stock and Daily Sales Record Helps 
You Do Just That! 


Insures Accuracy of Buying Judgment 





ge “If a $5 Gold Piece Falls Thru 
loth ° ” ¢ 
Radian a Crack in the Floor’—is the 
; title of our instruction brochure 
red imitation : 
Saainn: teeth for keeping stock records :— 
Supplied with each order for 


and corners, 
oatt leiteaine the Stock Record System. 














One hour a day keeps your records com- 
plete— 
Every sale and purchase recorded — 
Visible daily turnover and sales report—- 
with monthly inventory of each stock 
number— 
MASTER stock sueEY Shoes on hand, on order, due, returns, 
transfers in or out from branch stores— 


FOR GROUP OWNED STORES 


—the Stock Record System used in con- 
junction with the MASTER STOCK 
SHEET and the central office CONTROL 
FORM, also a COMPARISON FORM for 

voces sre" HF] ij 1 sales of total pairs by seasons and years, 
neconontsenvon” °° “as ar gives the merchant-owner complete stock 
—~ control with style and sale trend. 


MONTHLY INVENTORY 


RECORDER STOCK RECORD SYSTEM 





8809 
— eee Complete Working Outfit... . . $7.25 


(West of Denver 


Consists of : 
Black Cloth binder—11]4” x 1334” $2.00 
OR: DeLuxe Imitation Leather 
100 Daily Sales and Stock Sheets, (Form 
# 100) and 1 Comparison Form 
2 Inventory Pads (100 sheets) 
2 Buying Order Pads (50 sheets) 
(or 4 of each, as preferred) 
1000 Carton Tickets and Clips 


Above, not including Carton Tickets. ... 
(West of Denver $5.50) 


Postage Prepaid—Check with order, please, unless 
C.O.D. Shipment is preferred. 


Orders filled for any forms preferred. 
(New Revised Fifth Edition) 


Your choice of DeLuxe flexible imitation leather binder shown above, 
or—Black cloth binder below. 


Special Quantity Price: 
400—Daily Sales and Stock Sheets (Form No. 100) 
PROFIT. CHARTS—25c, each; an accurate method of figuring 


selling prices. 
WRITE FOR OUR PREE BOOKLET ON STOCK-TURN. 


MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 


209 So. STATE STREET CHICAGO, ILLINOIS 


Shoe Carton Tickets and Clips: 





When writing advertisers please mention Boot and Shoe Recorder 
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Annual Banquet of Ohio Shoe Retailers Association 


Cincinnati staged a grand banquet and style show to the biggest audience of shoe retailers of the year. 


William Newbold, chairman 


of the Style Show at the Ohio Shoe Retailers Convention, dramatized Fall Fashions in a way that captured all eyes and interest. 





Let Sehool Children Step Up Business 


4. Perfect Feet! 


Offer a pair of shoes to the school 
boy and also the school girk with the 
most perfect feet. On an enlarged 
scale, various age groups might be 
used. Some local dancing instructor 
or school might be interested in co- 
operating in such an offer or in acting 
as judges for the final decisions. To 
be sure to get the largest number 
of entries, it might be well to offer 
an inexpensive gift or remembrance 
to each school child entering the “Per- 
fect Feet Contest.” Much valuable 
shoe publicity and data can be gained 
from such an offer and can be turned 
into greater shoe business for the 
store. 


5. Rubber-Heel Coupons! 


With each pair of school shoes sold, 
the retailer might give a coupon, en- 
titling the purchaser to get another 
pair of rubber heels for those shoes 
free. If the store has its own repair 
department, this can be done there 
for the customer. If not, arrangements 
can be made with one certain shoe 
repair man to honor these rubber-heel 
coupons from the shoe store. To check 
on the coupons, the customer can be 
asked to sign with name and address 
on the coupon and also on the stub 
retained by the retailer. 


6. School Arm-Bands! 


Prepare a specially designed school 
arm-band and then give one of these 
with each pair of shoes sold. This 
would appeal especially to the high 
school pupils. The bands should be 
neat and attractive so they can be 
worn daily at school classes and at 
athletic contests. They should be made 
in the school colors and contain the 


[CONTINUED FROM PAGE 38] 


initials of the local high school. They 
should be distinctive enough so every- 
body who sees them will know they 
came from the shoe store. They will 
soon be in popular demand among the 
pupils, which will increase shoe sales 
for that particular store. 


7. School Department ! 


Open a special school department in 
the shoe store. This department will 
have exclusive school novelties and 
merchandise. The stock will include 
school pennants, canes, school caps, 
school arm-bands, school-color sweater 
jackets, souvenir post cards of school 
scenes, and anything else which will 
be of special appeal to school children 
in connection with their school inter- 
est and activities. These can be sold 
to draw school children to the store 
and to win their good will instead of 
planning to make a good-size profit 
on the school department itself. 


8. Scholastic Record ! 


Offer a pair of shoes for the best 
scholastic record for the school year. 
The rules and requirements for such 
an offer can be determined by the 
local school group and the extent de- 
sired for the offer. It might be made 
for each grade and also each year in 
the high school. Publicity can be 
gained in the promotion of such an 
offer, which will. help to turn the 
school children’s shoe trade to the store. 
The encouragement for better school 
work will be appreciated by the school 
officials. 


9%. Pencils With Shoes! 


Pencils, pens, or other school equip- 
ment may be offered with each pair 
of school shoes. The novelty of such 


an offer will increase its drawing 
power. One shoe retailer offered a 
pencil with the school child’s name 
stamped on it with each pair of school 
shoes sold. When other children saw 
the name on the pencil, they wanted 
to know at once where they might 
get one like it with their name on 
theirs. Their attention was turned at 
once to the shoe store making the 
free offer. 


10. School Trophies ! 


The shoe retailer may sponsor in- 
expensive yet appropriate and attrac- 
tive trophies for certain special school 
events. Such a trophy might be a 
small medal with the name of the 
winner and the record of the event 
engraved on it. In such a case, the 
name of the shoe store can be en- 
graved on the back of the medal. The 
school awards might be to winners 
in music contests, story contests, de- 
bating and public speaking contests, 
scholastic record contests, article-writ- 
ing contests, or any other special 
phase of the school life and activities. 
Such trophies can be displayed in the 
store for some time before they are 
presented to the winners. 


A. E. Smith New Manager 


BurraLo, N. Y.—A. E. Smith of 
Elmhurst, Long Island, has been made 
manager of the Triangle Shoe Store 
at Newark, New York, filling the 
vacancy caused by the transfer of Her- 
man Lax to the company’s store in 
Reading, Pa. Mr. Smith formerly was 
a district manager with another shoe 
company in North Carolina and Tennes- 
see for two years and has been in the 
business altogether about fifteen years, 
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THE NEW “WALLED” LAST 
AND BOX TOES 


The box toe must be relied upon in the 
finished shoe to reproduce and preserve 
the clean-cut and well-defined lines of the 


Walled Last. 


THE QUALITY BOX TOE 
Celastic Box Toes are pre-eminently satis- 


factory in accomplishing this result. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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These 6 Hazards 
THREATEN 
YOUR PROFITS! 








6 © Riot or Civil 
Commotion 











NOW one policy— 


protects you against them all 


@ Do you know that a handful of words 
added to your Fire insurance contract, and 
a bit more premium, will give you valuable 
additional protection for your stock, store 
and furnishings? This new form of protec- 
tion—the "Supplemental Contract"—adds 
full coverage against windstorms, explosions, 
riot or civil commotion, aircraft and auto- 
mobile accidents, and smudge damage, to 
your present Fire insurance. 


Call upon your official insurance carrier, the 
National Retailers Mutual Insurance Com- 
pany, to show how you may have these ad- 
ditional safeguards against financial loss at 
a remarkable saving. And, if you are not 
aware of other "N-R-M" benefits—its long- 
established security and nation-wide service 
—find out today, before your present 
policies expire. Mail the coupon to 7450 
Sheridan Road, Chicago, to find out how you 
may reduce your insurance costs from 20% 
to 40%, of the premium. 


National Retailers 
Mutual Insurance Company 


James S. Kemper, President 
7450 Sheridan Road, Chicago, U.S.A. 





MAIL COUPON to reduce Insurance COSTS 


Please send me full information without obligation: 
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Give Children’s Feet a Fitting Chance 


[CONTINUED FROM PAGE 39] 


Contact the influential people in 
school affairs, including parents and 
teachers’ associations, and gain their 
cooperation—including that of having 
a qualified speaker address their meet- 
ing held before school begins, or as 
early as possible. 

For your speaker at this and other 
meetings of various interested groups 
secure the help of physicians, podia- 
trists and others whose opinion will 
have weight, and whose position will 
overcome commercialism. If it is pos- 
sible to have slides or movie films 
showing causes, effects, corrections 
and cures, so much the better. 

Each qualified participating store 
should have a package enclosure to 
insert with each pair of children’s 
shoes: 

“This pair of shoes has been care- 
fully fitted by a competent person, 
and will give the wearer the comfort 
and protection that growing feet re- 
quire. Because some children’s feet 
grow very rapidly, we suggest that 
you let us check up every three to four 
months, thus being sure that the shoes 
worn are right in every respect.” 

Keep customer sales records so that 
at the determined interval each cus- 
tomer will receive a post card sug- 
gesting: 

“Dear Mrs. Blank: 

“It is now (three) months since 
you bought shoes for (child’s name). 

“Please stop in soon and let us check 
up to be sure that they still fit.” 


For a regular feature that can be 
used in many, many ways use the 
slogan, “Regardless of price, Unfitted 
shoes are Unfit for any Child to 
Wear.” 

After plans for the promotion are 
pretty well shaped up, let one person 
take charge, and see that it is carried 
out. Perhaps some one from the news- 
paper would be best. Let him work 
with a committee of two or three per- 
sons. This part is important, for the 
whole plan may simply fade out if 
neglected. Like any other educational 
campaign, a consistent, continuous, con- 
scientious effort is essential in putting 
it across to the parents and the public. 

Following are some suggestions for 
advertising copy: 


Growing Feet Need 
Summer Protection 


Vacation days should be busy play 
days, filled with long hours of health- 
giving body-building exercise. We all 
know that strong feet and legs are 
essential to good posture and a strong 
body. 

Properly fitted shoes encourage good 
posture—head up, chin in, chest out, 
abdomen in, spine straight, knees 
straight. That’s why every pair of 
children’s shoes should be fitted by a 
competent, conscientious person. 


Don’t gamble with your child’s 
health. Beware of the Summer temp- 
tation to “pick up a pair” of shoes. 
High-priced or inexpensive, unfitted 
shoes are unfit for a child’s feet. Un- 
fitted shoes may deform the feet and 
endanger the child’s health. To build 
a healthy body you must “guard the 
foundation line.” 


* * & 


Athletes Must Have 
Normal Feet ! 


If you want that boy of yours to 
be an athlete when he’s older—if 
you want your daughter to have poise 
and grace as she grows up—Be Care- 
ful of the Shoes They Wear Now! 

Be particularly ¢areful that their 
feet are protected with well-made, 
correctly-fitted shoes during the Sum- 
mer. More action and exercise then. 
If shoes are right growing muscles 
are strengthened. If shoes are wrong, 
great damage can be done. 

The safest way is to remember al- 
ways—Unfitted Shoes Are Unfit for 
Any Child’s Foot. Pliable bones yield, 
the feet become cramped and mis- 
shapened; both feet and body suffer. 
Be sure every pair of shoes your chil- 
dren wear are fitted by a competent 


person. 
* * * 


It’s Easy When Shoes 
Are Right 


Correct posture is as natural to a 
child as to any other young animal 
—if it’s healthy! 

If your youngster fails to “stand up 
straight” have shoes changed at once! 


.Body balance is essential to health! 


When wrong shoes injure the feet, the 
body also suffers. Correctly-fitted shoes 
assist the internal organs, the nervous 
system, in fact, the whole body. 
Follow this rule for safety—Be sure 
every pair of shoes your child wears 
is fitted by a competent person in a 
responsible store. Never buy them 
shoes without having them fitted. 


* * * 


Keep Nermal Feet Healthy 


Folks used to believe a child just 
naturally had to suffer all the “child- 
hood ailments.” Now we know better. 
Preventive medicine has accomplished 
wonders. 

Nor need any child born with nor- 
mal feet ever know foot troubles. 
Scientific shoe construction and con- 
scientious, skilled fitting assure the 
healthful development of normal feet, 
from infancy on. 

It is very necessary, however, that 
you make sure every pair of shoes the 
child wears is properly fitted, and 
that you bring the child in for an oc- 
casional check-up to make sure the 
feet have not outgrown the shoes. 
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Illinois Retailers and Travelers 
Stage Successful Convention 
[CONTINUED FROM PAGE 35] 


cellent pointers on the merchandising 
of men’s footwear. Mr. Hutchins was 
very emphatic on the point of giving 
the men an exclusive shoe department 
whenever possible. He also put a great 
deal of stress on window display and 
good advertising. 

Carl Kramp of Meyer Brothers de- 
partment store in Springfield, IIl., 
talked on the women’s style picture for 
Fall and expressed the belief that the 
Texas Centennial and also the corona- 
tion of King Edward will have a very 
definite influence on the future set-up. 
For the coming season Carl predicted 
that the high colors will be very promi- 
nent with reds, blues, greens and 
chaudrons in the limelight. The best 
color for Fall will be black, with brown 
running a close second. For the mate- 
rials, suede will be in first place, then 
kid and calf. Also the various fabrics 
will be greatly in demand. 

For promotional shoes brown alli- 
gator and genuine Calcutta lizard are 
recommended as these shoes always 
bring extra business and give a chance 
for extra profits in the late Fall. The 
high front step in large tongue-type 
pumps will be very popular. 

For heels it is expected that the 14/8 
to 17/8 will predominate. Following 
the speakers at the luncheon the guests 
were entertained with talking movies 
of store front installations through the 
courtesy of the Pittsburgh Plate Glass 
Co. Monday evening the annual ban- 
quet was held, with Charles EHichen- 
bracher, editor of the Quincy, IIl., 
Herald-Whig, the guest speaker. Fol- 
lowing Mr. Ejichenbracher, the guests 
were entertained by Jimmy Trimball 
and his one-man circus. 

At the meeting of the Illinois Shoe 
Retailers Association the following 
men were elected for the coming year: 

F. P. Broecker, Quincy, president; A. 
H. Fortier, Kankakee, first vice-presi- 
dent; F. B. Bowman, Monmouth, sec- 
retary and treasurer; John Rogers, 
Bloomington, second vice-president, and 
E. J. Terrell and F. P. Meyer, direc- 
tors. 

C. A. Swanagan was elected presi- 
dent of the Illinois Shoe Travelers As- 
sociation; Martin Sheff, vice-president ; 
C. V. Boyd, secretary and treasurer, 
and E. R. Allen and E. I. Geddes as di- 
rectors. At these meetings it was also 
decided that the convention next year 
will again be held at Peoria. 

W. J. Crawford was chairman of the 
Convention Committee for the retailers. 


White Patent Sandals Sell 


PORTLAND, ORE.—White patent san- 
dals, with smartly sophisticated high 
heels and slender straps, have been 
going over big at Chandler’s, newest 
retail shoe outlet of this city, which 
was recently opened at the corner of 
Southwest Broadway and Alder Street. 
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.. ITTEUS You How / 


Not merely shoes to sell you 
—but a complete, liberal plan 
that paves the way to in- 
creased, profitable volume on 
children's shoes. That's the 
Pied Piper proposition for Fall. 


Write for this book 
—Get the details! 


PIED PIPER SHOE COMPANY 


Exclusive Manufacturers of Feature Juvenile Footwear For More Than 20 Years 


WAUSAU - 


- WISCONSIN 





U.S.M.C. Club Holds 
Annual Meeting 


BEVERLY, Mass.—The United Shoe 
Machinery Quarter Century Club had 
its annual meeting at the U.S.M. coun- 


NELSON B. TODD 


try club house in Beverly, June 13, with 
about 500 attending. 
Nelson B. Todd was elected presi- 


dent; Percy E. Seaver, vice-president; 
F. E. Alger, treasurer, and J. F. 
Wogan, secretary. 

Trustees were chosen as follows: 
F. H. Hawkins of Milwaukee, R. S. 
Franks of Philadelphia, H. C. Farrell 
of Beverly. 

The speakers were H. G. Donham and 
John J. Gillespie of the Boston office 
and P. J. Hogan of the Montreal office. 


Unusual Displays Attract 
Attention 


PITTSBURGH, PA.—The Hanan & Son 
shoe store at 519 Wood Street here, is 
using its windows for real promotional 
ideas this Summer. The unusual dis- 
plays attract hundreds of passers-by 
and result in increased business. Dur- 
ing its drive to sell more bike shoes, the 
store featured a bicycle in one of its 
windows with a background of the out- 
doors. The latest styles in bike shoes 
were featured in the display. 

With the vacation season now at 
hand, the store displays various styles 
of Summer shoes in a travel atmos- 
phere. Pictures of a train, ship and 
plane are attractively mounted, with 
a traveling bag in the center of the 
window packed with several pairs of 
shoes. In a second window, to boost 
the sales of men’s whites, a small calf 
standing on a grassy mount is in the 
midst of the latest in men’s whites. 
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Presently, we assume, midsummer 
sales will be in full swing, but in the 
meantime it is encouraging to note 
that shoe merchants are making a really 
constructive effort to sell the public on 
the actual merit and style appeal of 
their merchandise, instead of throwing 
away potential profits in a competitive 
endeavor to stimulate pair sales by 
price slashing. Undoubtedly the devel- 
epment of so many seasonable styles 
in Summer foctwear, including sport 
types and novelties of various kinds, 
has tended toward the exercise of a 
stabilizing influence on the price situa- 
tion at this period of the year. 


Selling Vacation Footwear 


Shoe stores now have something to 
sell other than markdowns, something 
to show in their windows and something 
to talk about in newspaper advertising 
that is far more interesting than clear- 
ance sales. And so, in addition to the 
usual June ads that center around such 
timely events as graduations, June wed- 
dings, etc., we find a lot of shoe ads 
this month emphasizing the needs of 
the vacation season and playing up the 
attractiveness of whites and Summer 
sandals in various colors, or the appro- 
priateness of sport shoes as a comple- 
ment to the outdoor costume for 
Summer. 

Indicative of the tendency to empha- 
size quality rather than price, Marott’s 
in Indianapolis, featuring three new 
Queen Quality numbers in white, said 
in an attractive advertisement: “Per- 
haps you’ve noticed—we have always 
offered these undeniably smart fashion 
shoes at consistent prices of $6.50, 
$7.50 and $8.75 with no ‘every other 
day sale’ ballyhoo. The reason is ob- 
vious—these shoes are always the best 
value possible at the reasonable prices 
at which they are offered.” 

“White buck walks off with the hon- 
ors,” proclaims Martin’s of Brooklyn 
in an ad for its second floor shoe de- 
partment. “So firmly do we believe in 
the merits of white buck shoes for Sum- 
mer,” this store goes on to say, “that 
we’ve had it made up in a variety of 
styles, all at one low sensible price! 
Choose from oxfords, straps and Gypsy 
oxfords—smart, cool, comfortable. All 
heel heights, sizes 4 to 9, widths AA to 
C. Our $4 shoe shop daily grows in 
popularity. ... Why not come in and 
find out why?” 

Approaching the price subject from 
the angle of value, Samters of Scran- 
ton advertise men’s genuine China 
white buck sport shoes at the price of 
$5 and say of them: “In spite of the 
rising cost of leathers, Trail-Treaders 
bring you the biggest value your $5 
ever bought. We were determined to 
bring you the finest possible value in 
street and sport shoes to sell at this 
popular price. The overwhelming suc- 
cess Trail-Treaders achieved in the 








June Ads Stress Quality and Style for Summer 


[CONTINUED FROM PAGE 42] 





short time since we introduced them is 
proof enough that we succeeded in no 
small measure! Come in and see them 
. . . you'll hardly believe your eyes. 
Thirty-six sport styles of which five are 
pictured here.” 

Heralding a “June Jubilee in White,” 
Maling Brothers, Chicago, say in a 
striking ad: “We’ve scoured every im- 
portant fashion source to bring you 
the June Jubilee—the greatest collec- 
tion of DIFFERENT and BETTER 
Summer footwear ever gathered to- 
gether by one organization—all in that 
gorgeous, exclusive shade of West In- 
dies White. It’s an achievement worth 
celebrating—a real jubilee—a real rea- 
son to visit us without delay. The June 
Jubilee starts this morning at 11 Mal- 
ing stores.” 

And the Hanan & Son West Adams 
Street store, Chicago, says in an ad- 
vertisement featuring white buck ac- 
cented with British Tan: “The Hanan 
Summer collection is constantly aug- 
mented by new arrivals. White kid, 
buck and linen in smart profusion await 
the discriminating shopper. The very 
new creations illustrated come in white 
buck and British Tan; an oxford is also 
available in this smart series. ‘Ail 
three’ are modestly priced at $10.50.” 





Fashion Says “LOW HEELS FOR 
SUMMER SHOES” .... and 
Common Sense Says “EXCELLENT” 














Style ad featuring low heel shoes for 
Summer used by Addis Co., Syracuse, 
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In an attractive graduation footwear 
ad featuring four attractive styles, 
Keith-O’Brien of Salt Lake City said: 
“Graduation honors go to Jacqueline 
modes for appearing very cool and 
crisp in white. ... Four to praise... 
very new... very different . .. but 
with points in common .. . their fine 
workmanship ... their beautiful mate- 
rials . . . their glove-like fit. Choose 
them for Summer.” 

Mose Leibowitz, Inc., operating the 
Fair and Square Shoe Store in York, 
Pa., reports that a plain type adver- 
tisement, one column wide and six 
inches deep, which tied in with a visit 
of six table tennis champions to Wil- 
liam Penn High School, sold many pairs 
of Keds for his store. The ad read as 
follows: “WORLD CHAMPIONS will 
give personally autographed Keds Hand 
Book to every boy and girl in the au- 
dience who comes to see the greatest 
and most thrilling exhibition of all in- 


door games ... Table Tennis... 8:15 
p. m. Tonite at William Penn High 
School Gym. 


“Mr. Viktor Barna, Miss Jay Purves, 
Miss Ruth Hughes Aarons, Mr. Sandor 
Glancz, Mr. Arthur Haydon, Mr. Jack 
Hartigan will cut loose and show the 
crowd how this thrilling sport should 
be played. . . . Seven hundred seats 
available at 25c. Sponsored by the Old 
Timers A. A. This ad is paid for by the 
FAIR AND SQUARE SHOE STORE, 
Home of U. S. Keds.” 

“Fashion says ‘Low Heels for Sum- 
mer Shoes’ and Common Sense says 
‘Excellent,’ ” according to the caption of 
a striking advertisement used by The 
Addis Co. of Syracuse, N. Y. “In the 
Summertime you want shoes that are 
comfortable,” according to this adver- 
tisement, “and this year you’ll have no 
trouble finding them. We present an 
extensive collection of low-heel shoes 
in soft, white bucko . . . oxfords, straps, 
monks and zippers priced from $5 to 
$11.75.” The ad showed four attractive 
styles of Summer shoes. 

“Young men’s styles are one of the 
big features of our immense stock,” 
says Hassel’s, Chicago, in an ad pre- 
senting what they claim to be “The 
Largest Selection of Men’s Sport Shoes 
in Chicago.” Shoes in this assortment 
are priced in three groups at $3.35, 
$4.45 and $5.45. “Hundreds of smart, 
new sport shoes,” the copy announces. 
“New English brown buck styles, and 
an immense stock of black and tan 
shoes. You can always be certain of 
dependable quality and good values 
when you buy Hassel’s shoes. You sim- 
ply can’t lose at Hassel’s. We won’t 
let you. If the shoes don’t prove satis- 
factory, we’ll give you another pair or 
your money back without argument. 
See the 100 new sport styles displayed 
in our windows. You’ll also find hun- 

[TURN TO PAGE 69, LEASE] 
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THIS WEEK IN THE SHOE TRADE 


SATURDAY, JUNE 27, 1936 


NATIONAL NEWS 





New Law Bans Price Discrimination 





But Precise Effect of Robinson-Patman Measure, Passed by Congress 
in Closing Hours, is for Future to Determine 


New YorK—Retailers the country 
over are supremely interested to know 
precisely what effect the Robinson-Pat- 
man Price Discrimination Act, com- 
monly known as the Anti-Chain Store 
Bill, will have on retail practices, but 
no one seems to know. Passed in the 
closing hours of the 74th session and 
approved by the President June 20, it 
was easily the most important act of 
this Congress from the standpoint of 
its potential effects on retail business. 
The New York Times says of the 
measure: 

“It would require the combined ef- 
forts of our best economists and half 
a dozen Philadelphia lawyers to predict 
the effects of the so-called Anti-Chain- 
Store Act alone. Will the new rules 
which this measure lays down for dis- 
counts, allowances and buying and sell- 
ing, and the vague but broad powers 
which it delegates to the Federal Trade 
Commission, revolutionize selling prac- 
tices, or will the law become a dead 
letter because of the exceptions it al- 
lows, because of the immense difficulties 
of controlling interstate selling prac- 
tices without controlling selling prac- 
tices within the States, and because it 
may encourage the formation of verti- 
cal trusts?” 

Summarizing the principal provisions 
of the law, the Times gives the follow- 
ing highlights: 

Makes it unlawful for any perron en- 
gaged in interstate commerce, in the 
course of such commerce, to discrimi- 
nate in price between different pur- 
chasers of commodities of like grade 
and quality, where either or any of the 
purchases involved in such discrimina- 
tion are in commerce, where such com- 
modities are sold for use, consumption 
or resale within the United States or 
any Territory or the District of Colum- 
bia or other place within the jurisdic- 
tion of the United States, and where 
the effect of such discrimination may 
be substantially to lessen competition 
or tend to create a monopoly in any line 
of commerce, or to injure, destroy or 
prevent competition with any person 
who either grants or knowingly receives 
the benefit of such discrimination, or 
with customers of either of them. 

Stipulates that nothing in the act 


shall prevent differentials which make 
only due allowance for differences in 
the cost of manufacture, sale or deliv- 
ery resulting from the differing meth- 
ods or quantities in which such com- 
modities are to such purchasers sold or 
delivered. 

Empowers the Federal Trade Com- 
mission, after investigation and hear- 
ing, to fix and establish quantity limits, 
and raise the same as it finds necessary, 
as to particular commodities where it 
finds that available purchasers in 
greater quantities are so few as to ren- 
der differentials on account thereof un- 
justly discriminatory or promotive of 
monopoly in any line of commerce. 

Directs that nothing in the act shall 
prevent persons engaged in selling 
goods, wares or merchandise in com- 
merce from selecting their own custom- 
ers in bona fide transactions and not in 
restraint of trade; also, that nothing 
in the act shall prevent price changes 
from time to time where in response to 
changing conditions affecting the mar- 
ket for or the maketability of the goods 
concerned, such as but not limited to 
actual or imminetn deterioration of per- 
ishable goods, obsolescence, etc. 

Empowers the commission, upon 
proof being made that there has been 
discrimination in price, services or fa- 
cilities furnished, to issue an order ter- 
minating the discrimination. 

Makes it unlawful for “any person 
engaged in commerce” knowingly to 
induce or receive a discrimination in 
price which is prohibited by the act. 

Imposes temporary procedural re- 
quirements applicable to pending rights 
of action, complaints, or litigation, and 
contains provisions designed to enable 
the revision of existing or future orders 
of the Federal Trade Commission aris- 
ing out of such claims harmoniously 
with the provisions of this act without 
the necessity of instituting a new pro- 
ceeding. 

Imposes penalties of a fine of not 
exceeding $5,000 nor imprisonment for 
more than one year, or both, upon per- 
sons convicted of violations of the act. 

Declares that nothing in the act shall 
prevent a cooperative association from 
returning to its members, producers, or 
consumers the whole, or any part of, 


Herbert A. Derry General 
Manager of Lima Cord 


Lima, OH10—Herbert A. Derry, who 
has a very wide acquaintance among 
shoe manufacturers the country over as 
a result of his 21 years’ association 
with United States Rubber Company, 


HERBERT A. DERRY 


has been appointed by the directors of 
Lima Cord Sole & Heel Company to the 
office of general manager of the com- 
pany, with full responsibility for buy- 
ing of raw materials, manufacturing 
and sales. 

‘Mr. Derry is admirably equipped by 
long experience covering every branch 
of the rubber sole and heel business for 
the duties of his new position, which 
will entail complete supervision over 
the production and distribution of the 
well-known patented Gro-Cord soles and 
heels. For approximately the past 10 
years he has been sales manager of the 
shoe products division of United States 
Rubber Company. 

In addition to their shoe products, 
the Lima concern has several mechani- 
cal items the sales of which are expand- 
ing very rapidly. Mr. Derry has al- 
ready taken up his residence in Lima. 





the net earnings or surplus resulting 
from its trading operations, in propor- 
tion to their purchases or sales from, 
to, or through the association. 
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Murray Named Superintendent 
of New General Shoe Factory 


LEWISBURG, TENN.—Shade Murray, 
an employee of the General Shoe Cor- 
poration for several years, will be 
superintendent of the new plant of the 
General Shoe Corporation which was 
recently opened at Lewisburg, Tenn. 

It was in August, 1927, that Mr. 
Murray took his first job with the 
Jarman Shoe Company, starting to 
work in the shipping room. His natu- 
ral mechanical and executive ability 
soon won recognition, and he rose 
rapidly in the Nashville factory. 

After being shifted to the lining de- 
partment for six months, he worked in 
the cutting room for two years and be- 
came foreman of the fitting room in 
1932, when the “Fortune” shoe line was 
added to the products of the company. 

Mr. Murray has lived all his life in 
Nashville, receiving his education in 
the schools of that city. His chief 
hobbies are the steady pursuit of fly 
fishing and raising fine bird dogs, in 
his spare time from the responsibilities 
of his position. 


Nunn-Bush Votes Dividend 





MILWAUKEE, W1s.—Nunn-Bush Shoe 
Co. here has voted the regular quarterly 
dividend of 25 cents per share on com- 
mon; $1.75 on 7 per cent first preferred 
and $1.87% on second preferred, all 
payable June 30 to stock of record 
June 15. 





Recorder Men's Fashion 
Writer to Go Abroad 


New York—John Reilly, art editor 
and men’s fashion writer for the Boot 





JOHN J. REILLY 


AND SHOE RECORDER, will sail for En- 
gland on the S.S. Washington on July 
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1. He will visit a number of the larger 
English factories and will cover the 
English sporting events during the 
month of July. On his return he will 
give a series of first-hand reports on 
what the smart Englishmen are wear- 
ing. While in London, Mr. Reilly will 
shop the retail shops to find the most 
accepted British fashions. He will visit 
England, Ireland, Scotland and France, 
and will be back in New York on 
Aug. 6. 





Seattle Retailers Promote 
Canadian Trade 


SEATTLE, WASH.—Fascinating foot- 
wear and hosiery of Seattle shoe and 
department stores are especially ap- 
pealing to hordes of Summer tourists 
from those nearby British Columbia 
cities of Vancouver and Victoria. Mak- 
ing a bigger bid for this trade than 
ever this June and July, are a number 
of shoe and specialty stores, advising 
Canadians through window signs and 
placards that “American merchandise 
to the value of $100 may now be 


_ brought back into Canada duty free” 


by these tourists to the U. S. A. Other 
bids for business advise Canadians that 
their money is good for par on pur- 
chases, or there is “No Discount on 
Canadian Money.” Seattle will be the 
Mecca for many Canadians attending 
July Fourth celebrations, and _ the 
countless conventions of national im- 
port, the Shriners’ conclave and Navy’s 
Fleet Week, held in mid-July. 
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‘That's why he's so 
misunderstood. 
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they would be 
A boon to all 
humanity. 
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Gop this trouble 


at its root 
Ang never take & 
Substitute, 


















fills the bill~ 
Satisfaction to patrons- 
DF to yous good will. 













Thousands of shoe dealers and hundreds 
of thousands of satisfied customers can’t 
be wrong. Make sure you get 


when you buy your 
metatarsal insoles. 
Order a run of sizes now! 
Write today for FREE Booklet “‘Here’s How” 
List Price $6 Dozen Pairs Retail Price $1 Pair 


St. Louis, Missouri * Walsall, England 
Canadien Distributors: Canadian Specialties, Ltd., 
49 Sanford Avenue S., Hamilton, Ont. 
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Perpetual Inventory Assures an Increased Profit 
..-.and Lowers Your Insurance Cost... 
Recorder Stock Record Cards Supply a Perpetual Inventory 

















YEAR 19 


° omer, reenter ete 
nomenon enemas mane ALO MARK OAL TVLE ence em. Spat 0OLe 





Do Business More Efficiently by Installing the Recorder Stock Record Card System 


MERCHANTS SERVICE A" se hateaaal 
BOOT AND SHOE RECORD 
209 So. State Street, Chicago, Iilinois 
Genttomens 
) Please send me samples and prices of your Steek 
and Dally Sales Card Reeerd. 


Helps you to “buy as you sell”—to know whether each shoe 
is paying its way with a profit, to go light on slow movers, 


to re-size frequently on wanted style and sizes. 





When writing advertisers please mention Boot and Shoe Recorder 
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Carton Labels 
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Che Label males the Package 


TOLMAN-DAVIDSON ADVERTISING PRESS. Inc } 


113 Lincoln Street 
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Women's Shoes 
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| 

WHITE SANDALS \ | 
IN STOCK | 


Send for a Complete Bulletin | 








Your last minute white orders 
can be filled now from our 
large floor stock. 

There is no scarcity of whites 
at Hannahsons. 

All popular lasts and heel 
heights—in stock—AAA to 


C widths. 
HANNAHSONS 
HAVERHILL — MASSACHUSETTS 














LUMBARD °° :55° 


Modern Turn Shoes That Fit 


e738 WILL NOT GAP 


Ruby Kid New “SHORT BACK” Last 


& ae zg STYLES Send 
* at N STOCK pm dar 











LUMBARD SHOE CO 


KUSH-IN-EZE 
HAND TURNED 
FOOTWEAR 











No. 252 
Black Kid blucher 


VAUGHAN TOWLE CO, 








A division of L, B, Evans’ Son Co. 
WAKEFIELD MASS 
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Jim Cox Celebrates 80th Birthday 


RocHESTER, N. Y.—Jim Cox is 80 
years of age June 27. This youthful 
veteran of the shoe traveling fraternity 
has long lived in Rochester and now 
makes his home at 158 Clinton Avenue 


South. 





JIM COX 


Jim’s not peddling shoes nowadays. 
He retired in 1930, leaving Croxton & 
Wood to lead a life of leisure after fifty 
years on the road. “I’m content to sit on 
the sidelines now,” said Jim the other 
day, “and listen to the youngsters tell 
how tough it is working ten months out 
of twelve and paying their own ex- 
penses.' But they don’t know the half 
of it. They should have seen what we 
fellows had to do back in the 70s. Talk 
about a hard life.” 

Born in a log cabin nine miles {rom 
Indianapolis he recalls the election of 
Lincoln and the exciting days of the 
war between the states. He worked 
on a farm, walked two miles through 
the woods to school in winter and at 
15 learned the trade of saddle-maker. 
He sold peanuts on trains and went to 
Springfield to attend the funeral of 
Lincoln, then attended Howard Uni- 
versity at Kokomo for a year. 

For a few months he roved from 
Buffalo to Maine teaching saddle-mak- 
ing, then attended the Centennial at 
Philadelphia, later visiting the larger 
cities of the South. He got his first 
smell of shoe leather in 1875 wher. he 
worked a peg rasping machine in a shoe 
store and sold boots made over straight 
lasts in a hat and shoe store. He talked 
himself into 2 road job with Hale & 
Gardiner, of Boston, and when they 
fired him he took the Bradley & Met- 
calf line through Nebraska and made 


The West liked Jim’s breezy ways 
and determination. He later graduated 
to the West Coast and in 1881 married 
Miss Nellie Teali, of Rochester, “a 
wonderful wife and mother,” says Jim. 
He next became shoe buyer for the 
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TRADE MARK REGISTERED 
The perfect leather innersole 


Van Tan’s superior 
comfort qualities are 
effective selling 


features. 


VAN TASSEL 
LEATHER COMPANY 
NORWICH, CONN. 


also manufacturers of 


LEATHERPLUS 


completely waterproofed outersoles 











Banner store in Salina, Kan., traveled 
for the Bolton Shoe Co. and later with 
Wright & Peters, of Rochester, his final 
connections being with Fred Eyer Co., 
Heim & Tull and Croxton & Wood. 
Jim’s life sure has been one of activity 
and he expects to live to be 100. 





Emporium Installs New 


Shoe Section 

San FRANcIsco, CALIF.—A new base- 
ment shoe department is to be opened 
in The Emporium in which shoes re- 
tailing at $2.85, $3.95 and $4.95 will 
be featured. This section will be en- 
tirely apart from the present basement 
shoe department. Thel atter will con- 
tinue catering to the wants of the 
more conservative trade. The new de- 
partment will be located right in the 
heart of the ready-to-wear section, a 
section which will be as modern and 
attractive as the best interior decora- 
tors can make it. George Wilcox is to 
be the new buyer under the general 
supervision of F. F. Ross, shoe mer- 
chandiser of the Emporium’s eight 
shoe-selling departments. It is the be- 
lief of the store management that the 
new department will give a real shoe 
operation at the named prices and will 
add to the volume possibilities. Fix- 
tures and color schemes, particularly 
selected to the type of shoes to be mer- 
chandised, is expected to have a decided 
effect in making the new department an 
interesting one from the start. 


a 
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You have the EDGE over your competitor 
IN FITTING CHILDREN’S SHOES 
with the Adrian X-Ray Shoe Fitter e e e 


1936 


Clinical photographic studies of what happens when only 


a fitting stick is depended upon, will be sent on request, 














showing the feet of children incorrectly fitted and these 
same feet correctly fitted and X-Ray photographed. The 
easy terms upon which this business building X-Ray Shoe 
Fitter machine can be purchased, will surprise you. If you 
would place yourself 'up front’ with the best of nationally 
known stores which perform a real service in foot health, 
this marvelous machine will do it for you! 














So simple in its operation that a |4-year- 
old High School Boy can operate it and 
do inte.ligent fitting. Absolutely shock 
and ray proof. No technical knowledge 
required. 





FREE for the asking:—the transfer sign 
shown above is in four colors. 


Placed on 


your window or door, it will indicate that 
your store offers expert fitting service. 


Adrian X-RAY Manufacturing Company 


3535 N. PALMER STREET, MILWAUKEE, WISCONSIN 





Consumer Co-operative Plan 


[CONTINUED FROM PAGE 46] 


A third point by Mr. Langston, which 
also caused his merchant hearers to 
view the situation with seriousness, was 
the growth of unionizing the salespeo- 
ple, a condition which is quite potent 
in the Pacific Northwest. The impor- 
tance of local and national retail shoe 
organization, which will be fully pre- 
pared to cope with these many develop- 
ments in the best possible way, was im- 
pressed on his audience. 

Fashion talks were given by Miss 
Hazel O’Brien, representing Schwartz 
and Benjamin, Brooklyn, and Miss Ruth 
H. Kerr of the Calf Tanners’ Associa- 
tion of New York. The former gave 
the high fashion angle of the New 
York City and Paris markets, while 
Miss Kerr reviewed the work of the 
fashion group in its application to 
every-day shoe selling. 

Merchants were admonished to mod- 
ernize, publicize, dramatize and human- 
ize their business by Miss Ruth Hamil- 
ton, shoe advertising authority from 
Los Angeles. Picking up the Boor AND 
SHOE RECORDER slogan of “good shoes 
deserve good stores,” she amplified it 
by stating “You employ good archi- 
tects to plan your stores, now find a 
good publicity expert who understands 
your promotion problems and who can 


publicize, dramatize and humanize and 
even modernize your selling appeal. The 
cost will be less than the cost of your 
present advertising mistakes and lack 
of readable publicity. Customers are 
more interested in your good buys than 
your mistakes, so tell them more about 
your new merchandise and do it in a 
manner that will create new thoughts 
for their use.” 

Possibilities of a joint West Coast 
shoe convention which will be held in 
alternate years in the north and in the 
south, was suggested by Mr. Langston 
as an eventuality which would be con- 
ducive of a better convention. His 
argument that one big convention, care- 
fully planned, would be better than the 
present arrangement was supported 
by many of the association members 
present, as well as by the traveling 
men. A small minority from the small- 
er cities felt that such an arrangement 
would crowd out their participation. 
The matter was referred to the incom- 
ing officers for official action. 

Officers elected for the coming year 
include: president, I. A. McDowell, Al- 
bany, Ore.; vice-president, N. J. Klasge, 
Seattle; treasurer, M. F. Cronkhite, 
Seattle; secretary to be selected by the 
board; chairman of the board of direc- 


tors, C. J. Pessemier of Tacoma, the 
retiring president. The following vice- 
presidents were elected: Oregon, Henry 
Waters; Washington, W. H. Spellman; 
Idaho, Fred T. Burnett, and Montana, 
R. C. Egbert. 

Directors for one year: M. F. Cronk- 
hite, Arthur Schulein, T. E. Curry, I. I. 
Stewart, Clell Smithers, Gar Ingeldew 
and A. D. Bellamy. 

Directors for two years: H. F. Gold- 
stein, George King, Mark Yeackel, 
S. R. Mitchell, Frank Slason and Ar- 
thur Rah. 

As is customary, the Pacific North- 
west Shoe Travelers took over the Sun- 
day activities. These started with a 
business meeting in the morning and 
finished with a stag in the evening. 
At the business session the cheerful 
news that the association had made 
a gain of 20 new members was report- 
ed by President Myron Parsons. Frank 
Duncan, president of the Frank Dun- 
can Co., Seattle, was promoted to presi- 
dency as a token of the faithful years 
of service to the organization. 

Casper Lane of Friedman-Shelby 
was elected vice-president. Mr. Lane 
was formerly with McMorran and 
Washburn of Eugene, Wash., and was 
president of the Eugene chapter of shoe 
retailers. Arthur Naftzger, city sales- 
man for the Goodrich Rubber Co. in 
Seattle, was reelected secretary-trea- 
surer. 











i ii eli aii ieee 


Children's Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
. > Infants’ Soft Soles.. 0-3 
RL Intermediates ...... 1-5 
. WS Flexible Hard Soles. 2-8 
Send for In-Stock 





Catalog 
MRS. DAY'S IDEAL BABY 
Locust St. Danvers, Mass. 
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Ski Boots 
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See America’s 


Biggest Line * 
of 
SKI 
BOOTS 
* 






to retail 
from $4 
to $10 


A comecete range of new lasts and 
styles now In Stock, ready to ship. Sales- 
man will call by appointment. 


A. SANDLER CO. 


200 Essex Street, Boston 











Sport Shoe Leathers 


SLATTERY S 





An Aniline dyed heavy sueded leather 


for men’s and women’s sport shoes. 


SLATTERY BROS. 


210 SOUTH ST. TANNING CO. 


BOSTON,MASS. SALEM. MASS. 














Woodward Heads Mississippi 


Travelers 


JACKSON, Miss.—R. K. Woodard of 
Greenwood, was elected president of the 
Mississippi Travelers Association, at 
the concluding session of the 29th an- 
nual convention. Jimmie Ballard of 
Jackson was named vice-president and 
John V. Sadler of Jackson, reelected 
secretary-treasurer. 
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On the Road With Shoes 


News of Travelers and Associations 


Tupper Representatives on Road 


Fr. SmirH, Ark.—A. E. Foster, who 
represents Tupper, Inc., of New York, 
in the states of Missouri, Kansas, Neb- 
raska, Iowa and Illinois, reports good 





A. E. FOSTER 


orders of evening sandals, street san- 
dals and slipper for Fall and Winter. 
Mr. Foster is now traveling through 
his territory showing his new Fall lines 
to his many customers in that section. 

Ben L. Stewart, southwestern rep- 





BEN L. STEWART 


resentative of the same company, re- 
turned recently from New York where 
he visited the Tupper factory. His visit 
to the factory was to see the assembling 


of the new Fall creations. Mr. Stewart 
reports that—“the new Tupper line for 
Fall and Holiday selling embraces a 
wide range in evening sandals and slip- 
pers, patterns that will appeal to the 
most discriminating buyer and also a 
number of novel creations with an at- 
mosphere of foreign designing.” Mr. 
Stewart believes that the business out- 
look for the remaining half of 1936 is 
exceedingly bright and he has already 
started on the road with his Fall line. 





Rimini To Represent Dunde 
in Europe 


New YorkK—Daniel Rimini of Dunde 
Shoe Reshaping Devices, Inc., 13 East 
37th Street, will sail July 3 on the Ile 
de France, for England and the Conti- 
nent where he will spend five or six 
months calling on the leading shoe 
stores to acquaint them with the Dunde 
devices in the same manner as in this 
country. 





DANIEL RIMINI 


Mr. Rimini will visit England first, 
going on from there to France, Bel- 
gium, Holland and Switzerland and re- 
turning to England for the British 
Shoe Fair in October where he will 
exhibit the Dunde machine. 

Mr. Rimini is well known to the shoe 
trade in England and Europe, having 
been connected with Dr. Scholl’s Foot 
Comfort Shops there for a number of 
years. While in London, Mr. Rimini 
can be reached through the offices of 
the Footwear Organizer, National 
Trade Press, Ltd., Drury House, Rus- 
sell Street, Drury Lane, W.C. 2. 





Takes On Added Territory 


New York, N. Y.—Leonard “Red” 
Solomon of the Gale Shoe Mfg. Com- 
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Providence, R. I. 


STOP “gr 


WHITE PAINT POLISHES (cover coat) will make an $8 pair of 
shoes look like a $2 pair after a few applications. 


They will muck up new shoes and rough leathers and while excellent 
for children’s shoes . . worn shoes and hand bags, we do not recom- 
mend their use on new white shoes or rough leathers. 


Shoe dealers who sell this type of polish for everything are in for a 
lot of grief and will have many complaints and returns because of 
‘unsatisfactory results. 


SELL THE CORRECT DRESSING FOR EACH KIND OF SHOE! 


Everett & Barron Company 


Toronto, Can. 











pany, North Adams, Mass., has been 
given the added territory of the states 
of Wisconsin and Minnesota. For the 
past two seasons he has called on the 
New York state and Michigan state 
trade, 


Additional Space for 
Tri-State Shoe Mart 


PITTSBURGH, PA.—An _ additional 
floor, making three in all, has been re- 
served exclusively for exhibitors dur- 
ing the coming Tri-State Shoe Mart 
which will be presented for three days 
at the William Penn Hotel here, begin- 
ning July 26, under the sponsorship of 
the Pennsylvania Shoe Travelers Asso- 
ciation. Martin Lopen, chairman of 
the convention committee, reveals that 
the entire speaking program will pre- 
cede the banquet on the second night of 
the affair. A well-known shoe speaker 
will head the program. Approximately 
8000 shoe retailers in the Tri-State 
area have been invited to attend, 
Joseph Yorkin, secretary of the associ- 
ation, states. 


Joins lowa Shoe Travelers 


Des MOINES, IowA—One of the new 
members of the Iowa National Shoe 
Travelers’ Association is Al Phillipps, 
who represents the Red Wing Shoe 
Company in Iowa and part of Ne- 
braska. His home is at Rock Rapids, 
Iowa. 


Joseph Hickey Named 
N. E. Manager 


Boston, Mass.—Joseph Hickey, well- 
known in the leather trade of New 
England, has been appointed New Eng- 


JOSEPH HICKEY 


land manager of the General Combin- 
ing Corporation of Brookyln, a new 
company, organized to engage in the 
manufacture of backing cloth and the 


combining of leather and fabrics. Mr. 
Hickey, who has been with the Agoos 
Leather Companies, Inc., for the last 
ten years, has opened an office at 98 
South Street, this city. He is the 
brother of William F. Hickey, in charge 
of sales in this district for John R. 
Evans & Company, kid tanners. 

The General Combining Corporation 
has leased more than 10,000 square 
feet of plant space at 1 Main Street, 
Brooklyn, N. Y., has completed the in- 
stallation of modern equipment and is 
gradually swinging into full production. 
Officers are Robert S. Seddon, presi- 
dent; Henry Phillips, vice-president; 
and Charles D. White, secretary and 
treasurer. Mr. Seddon will be in 
charge of production, in addition to his 
other executive duties; and Mr. Phillips 
will be in charge of sales and service. 
Both have had extensive experience in 
the combining business. Mr. White has 
had several years of experience in busi- 
ness administration and reorganization. 


Takes Over New Territory 


PITTSBURGH, Pa.— Philip Landfish, 
for nine years with the Morse & Rogers 
branch of the International Shoe Com- 
pany in New York, has been moved 
into this territory to succeed Walter 
Rosenthal, who died recently. Mr. Land- 
fish established his headquarters at the 
Hotel Henry and joined the Pennsyl- 
vania Shoe Travelers Association. 
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BALLET SLIPPERS 


Right and Left Lasts 
d 

Wom. Miss Child. 
$1.35 $1.30 $1.25 

No. 609 
Wom. Miss Child. 
$1.20 91.15 $1.10 | 
BROOKS SHOE MFG. CO. 
| 
! 








Swanson and Ritner, Philadelphia 
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Men's Shoes | 


Ee 





“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS.,_ U.S.A. 
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Dancing Shoes and Taps 


Re 


| 
| 
| 


TAP 
DANCE | 
SHOES | 
e 
In | 
Stock | 
Patent Leather 
Women’s $1.55 * 
Misses’ $1.45 
White Calf Women's Misses’ Sizes 
Women's $1.60 Sizes -B- 
Misses’ $1.50 A-B-C 242-8 1142-2 


= Owens SHoE Co. =" 


28 Goodhue St., Salem, Mass. —__ 





Oscar |. Kruger 

MEMPHIS, TENN.—Oscar I. Kruger, 
68, city commissioner of streets, bridges 
and sewers for the past eight years 
and prominent in the leather manu- 
facturing field, making saddlery and 
harness since 1885, died suddenly Sun- 
day evening, June 14, from a heart at- 
tack at his suite in Hotel Devoy. He 
had been in poor health two years but 
was active at his desk until the day 
before his death. He was a native of 
Paducah, Ky., moving to Memphis in 
1884. He was active in organized 
labor and in leather associations all 
his life. He did much for structural 
development of the public schools here, 
now among the finest in America. 





Obituary 
Frank Bihr 


CoLuMBIA, Mo.—F rank Bihr, 68-year- 
old pioneer shoe merchant, civic leader, 
and Columbia’s oldest business man in 
point of consecutive years in business, 
died of a sudden heart attack, June 12. 




















































FRANK BIHR 


Mr. Bihr was born May 3, 1868, in 
Columbia, where he lived most of his 
life, and married Lula Durrett of 
Marshall, April 9, 1896. In 1890 he 
joined the C. B. Miller Shoe Company 
here by acquiring a third interest in 
the business. At the death of C. B. 
Miller, in 1924, he and George Helm 
took over Miller’s interest. 

Mr. Bihr had been president of 
Miller’s Shoe Company since 1924, and 
of the Bihr Shoe Store, Marshall, since 
its establishment in 1934. He was a 
member of the Rotary Club, the Odd 
Fellows, the Macabees, and was a 
deacon in the Christian Church for 
many years. 

Funeral services were held at the 
Christian Church, Sunday, June 14. 

Mr. Bihr is survived by his widow, 
Lula Durrett Bihr; five children, Mrs. 
Mitchell D. Wood, Kansas City; W. 
Fred Bihr, Memphis, Tenn.; Mrs. 
George H. Pearson, Columbia; Frank 
Bihr, Jr., Marshall; and Edwin D. 
Bihr of the home; and one brother, 
Samuel W. Bihr, Columbia. 





George A. Peabody, Jr. 


Dover, N. H.—George A. Peabody, 
Jr., 55, owner of the Peabody Wood 
Heel Company of Dover, and prominent 
in civic and political affairs in this 
city for many years, died June 14 after 
a long illness at his home, 44 Mount 
Vernon Street. Mr. Peabody was born 
in Rowley, Mass., the son of George A. 
and Mary Cooke Peabody. He had 
spent most of his life in Dover. 
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He was a member of Olive Branch 
Lodge, No. 6, Knights of Pythias, a 
charter member of the United Commer- 
cial Travelers of America and past 
councilor of the local branch of that 
organization, and a member of the 
Dover Rotary Club. He was also a 
trustee of the Granite State Building 
and Loan Association and a leading 
political figure in this city for the 
past six years. 

In 1930 and 1931 he served in the 
Common Council and the following 
three years he was a member of the 
Aldermanic Board, serving on the 
building committee for the new mu- 
nicipal building in Dover. 





Charles H. Joslin 


DETROIT, MicH.—Charles H. Joslin, 
82, died June 7, in Detroit, after a 
brief illness. Mr. Joslin was connected 
with a Buffalo wholesale shoe distibu- 
tor as a salesman for thirty years, and 
was later representative in Michigan 
for the W. H. Walker Shoe Company, 
until he retired in 1926. He died at 
the home of his daughter, Mrs. William 
M. Banks, 2975 Virginia Park, Detroit. 
He is aiso survived by a son, Clarence 
H. Joslin, of Detroit. Burial was in 
Evergreen Cemetery. 


William Wolfe 


BEAVER FALLS, Pa.—William Wolfe. 
engaged in the shoe business here since 
1915, died of heart attack in his rooms, 
the Regent apartments, 1308 Seventh 
Avenue, June 5. Before coming here 
he was in the footwear business in 
New Brighton for some years. He was 
a native of Poland and came to the 
United States when a young man. He 
is survived by two brothers and six 
sisters. Burial was made in _ the 
Beaver Falls Jewish Cemetery. 


Leo Pincus 


NEw YorkK—Leo Pincus, assistant 
treasurer of S. Rauh and Company, 642 
6th Avenue, manufacturers of spats 
and shoes, died recently at the age of 
56. 

Mr. Pincus had been with the com- 
pany for 42 years, starting in as an 
office boy and gradually working up to 
the position he held before his death. 
He was well known in the Middle West 
having traveled through that territory 
for a number of years. 





William J. Alexander 


CHATHAM, N. J.—William J. Alex- 
ander, 76, died recently at the All 
Soul’s Hospital in Morristown. For 40 
years he was a buyer for Nathaniel 
Fisher & Co., shoe wholesalers of New 
York. He was born in that city and 
lived in Belleville from early youth 
until 1929, when he moved to Chatham. 
He leaves two brothers, Andrew A. and 
James K. Alexander, both of Belleville. 
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Edward Friedman Dies 


NEw YorkK— 
Edward Fried- 
man, president 
of Edward 
Friedman, Inc., 
owners of a 
chain of shoe 
stores in Man- 
hattan, Brook- 
lyn and the 
Bronx, died 
Sunday morn- 
Edward Friedman ing, June 21, at 
his home, 1100 

Park Avenue, at the age of 58. 

Mr. Friedman was born in Hungary 
and came to this country when he was 
14 years old. At the age of 22 he es- 
tablished his first shoe store. At one 
time he was president of the Emerson 
Shoe Company. Up to the time of 
his death he was an active member of 
the Federation for the support of 
Jewish Philanthropic Societies. Besides 
his work for this society, Mr. Friedman 
was a Shriner, a member of the Truth 
Masonic Lodge, the First Hungarian 
Society and the Old Oak Country Club 
of Westchester County. 

He is survived by his widow and 
four brothers, Max, who is president 
of the Diamond Shoe Corporation and 
the A. S. Beck Shoe Corporation; Ben- 
jamin, vice-president of the Friedman 
Company; and Murray and Herman 
Friedman. 


C. H. Patterson 


ATHENS, ALA.—C. H. Patterson, 60, 
of Florence, Ala., traveling salesman 
for Roberts, Johnson and Rand Shoe 
Co., St. Louis, died suddenly of a heart 
attack June 2, while displaying his 
line of shoes to Athens merchants. Mr. 
Patterson was well known in this sec- 
tion having covered it for year. 


John Gleason 


BRADENTON, FLA.—John Gleason, 72, 
who had been engaged in the manufac- 
ture of sole leather all his life, died 
here on June 2, after an illness of one 
week, He is survived by a son, Dick, 
a daughter, Mrs. H. C. Fleming, of this 
city, and three brothers, who live in 
the North. 





Baron Store in Daylight Robbery 


PoRTLAND, ORE.—The Baron Shoe 
Store at 609 Southwest Fourth Avenue, 
Portland, was robbed recently by a 
strange sort of fellow, caught red- 
handed with his arms loaded with eight 
pairs of shoes and two pairs of slip- 
pers. This man broke the window of 
the shoe store, but following the loud 
and tinkling crash of splintered glass, 
walked around the block until things 
subsided. Returning, he loaded his arms 
with shoes, then started off, to walk 
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PANTHER PANCO CO. 





into the arms of police officers. 


LOOK INTO THIS MATTER 


OF RUBBER HEELS — 


delve beneath the surface—and you’ll discover 
in Panco Sta-Tite so many exclusive features 
that you cannot fail to vote them “tops.” 


PANCO 


STA-TITE 


HEELS 


Panco Sta-Tite Heels have a plus value at every 
point—greater resiliency—longer wear—tighter 
fit—smarter appearance. Increasing numbers of 
buyers are specifying Panco Sta-Tite — the 
modern heel. 


Pat. No. 
1,998,988 





CHELSEA, MASS. 
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WHERE 
TO 
BUY 


6 eh 


Riding Boots 


hi li hi ei eli eli ei 





LARGEST FLOOR STOCK 





PURPOSE 
= 
e 
s 2 


Omaha, Nebraska 
Exelusive Manufacturers 
Catalog on Request 


ALL 








ENGLISH 
RIDING 
BOOTS 


Tan or Black, 
for Ladies and Men 


Write for new catalogue to the 
English Bootmakers 


MANFIELD & SONS 
1636 Ranstead St., Phila., Pa. 

















Ben Johans Named 
Berland Manager 


NASHVILLE, TENN.— Ben Johans 
has assumed managership of the Ber- 
land Shoe Store, 608 Church Street. 
Mr. Johans has had 15 years’ experi- 
ence in the retail shoe business. He 
was formerly with the company in the 
state of Minnesota, St. Louis and other 
Northern cities. He came to Nash- 
ville from Memphis. 














New Men's Shoe Store Front 
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This modernistic store front has just been installed by Mellin's, at 1662 Pitkin Avenue, Brooklyn. 

Bold-faced Neon tubing of "Friendly Shoes" is used effectively over the store front together 

with modernistic lettering of the store name. The opening was featured by the use of free 

souvenirs, metal key rings bearing the dealer's imprint, which were given to visitors at the store 

on opening day. The window displays were attractively worked out with blow-ups of 
national advertising. 





Northwest Shoe Dealers Meet 


PORTLAND, ORE.—Some fifty members 
of the Portland Chapter, Northwest 
Shoe Dealers Association, gathered at 
dinner in the Hotel Benson, Friday, 
June 19, to meet with Lee Langston, 
manager of the N.S.R.A.; Miss Ruth 
H. Kerr, style analyst of the Calf Tan- 
ners Association; Buford Jones, trea- 
surer of the Enna Jettick Shoe Co.; 
Miss Hazel O’Brien, who represents 
Schwartz & Benjamin of New York, 
and Harry R. Terhune, field editor of 
the Boor AND SHOE REcorDER. I. I. 
Stewart of the Cantilever Shoe Store, 
president of the chapter, acted as toast- 
master, with Will A. Knight officiating 
as head of the reception committee. 

In his talk, Mr. Langston pointed out 
the great good which is coming from 
such live local retail shoe associations 
as the Portland group and the many 
irritating trade abuses which such local 
associations have succeeded in elimi- 
nating. 

Prefacing her style talk, Miss Ruth 
H. Kerr devoted considerable time to 
propounding the need of conducting 
the shoe retailing business on a higher 
plane. An impassionate plea that shoe 
retailing and shoe fitting be considered 
as a profession was ended with the 
warning that unless shoe retailers give 
a real professional fitting service there 
will be no retailers left. “Retailers 
must do a real style selective job in 
picking out the right styles for a bal- 
anced line. They must study every 
last, every pattern and every leather, 
to see that it fits in their store, for 
every community has different fashion 
fundamentals,” she pointed out. 





In Market for Women's Shoes 


Horace S. Lindsay, managing direc- 
tor of the Shoe Importing Co., Ltd., 
London, W. 1, England, will be arriving 
in New York about the middle of July 
with the object of making contact with 
manufacturers of women’s shoes, who 
are desirous of doing business with 
Great Britain. We shall be pleased to 
receive letters addressed to Mr. Lind- 
say from manufacturers who are in- 
terested. 


Award to Melville Kaufmann 


SAN FRAnNcisco, CAL.—A real sur- 
prise came at the close of the conven- 
tion of the California Shoe Retailers 
Association when a silver coffee service 
was presented to Melville Kaufmann, 
retiring president by the incoming 
president, Charles Kushin. The pres- 
entation was occasioned by the termi- 
nating of three terms as leader of the 
association and by the tremendous 
amount of hard work put in by Mr. 
Kaufmann. Frank More headed the 
committee which had charge of gift 
selection. 


Newton Shoe Co. Incorporated 


LyNN, Mass. — The Newton Shoe 
Company has been incorporated with a 
capital of $50,000 by Julius Rosen, Max 
Pearlstein and David Pearlstein, all of 
Lynn. 

The company recently came from 
Newton, N. J., located in the Realty 
Building at 196 Broad Street, and be- 
gan to make stitchdown shoes. 
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Booking Offices in 





In PHILADELPHIA 


' HROUGH three generations distin- 
guished visitors to Philadelphia have preferred 
the comforts of this hotel...its noted cuisine... 
and the spirit of its service. Rates begin at $3.50. 


Air-Conditioned Restaurant 


BELLEVUE STRATFORD 


One of the few Famous Hotels in America 
CLAUDE H. BENNETT, General Manager 


New York: 11 W. 42nd St., Longacre 5-4500 
Pittsburgh: Standard Life Building, Court 1488 
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Summertime in Chicago. - 


Overlooking Lake Michigan, the great inland ocean— 
away from disturbing street noises — The Stevens offers 
you Chicago's finest hotel location — in the very center 
of things — on famous Michigan Boulevard. 


We're old-fashioned at The Stevens, that is, when it 
comes to cheerful hospitality — but new in spirit. A 
friendly staff of employees interested in your com- 
fort will make you enjoy every minute of your visit. 


You'll be amazed at the many distinctive Stevens 
features at rates as low as two-fifty for one —four 
dollars for two. 


Overnight parking, 50¢ 
—garage with pickup 
and delivery, 75¢ 


f. 
hy 2 . 


THE STEVENS 


CHICAGO 


LARGEST HOTEL 





June Ads Stress Quality and Style 


[CONTINUED FROM PAGE 58] 


dreds of black and tan shoes in all 
sizes and widths.” 

Meanwhile, O’Connor & Goldberg, 
likewise of Chicago, in one of their 
interesting series of “Sketch Book” ads, 
feature as the sensation of the Summer 
season “O-G Pique Sandals,” which are 
offered at the Costume Bootery of their 
Madison Avenue store. 

“Exquisite, lovely, colorful footwear!” 
exclaims O-G’s enthusiastic copy writer. 
“The glamorous appeal of these de- 
lightfully distinctive O-G sandals is not 
easily portrayed with word or illustra- 
tion . . . each model sketched being in- 
dividually designed and different in 
pattern. Conceived in the O-G Paris 
studios . . . they represent the very 
utmost in correct Summer footwear.” 

In a children’s shoe ad headed “Geut- 
ing Designs Another Skippie,” this 
famous Philadelphia store announces 
a new juvenile shoe, as follows: “The 
Skippie oxford met with such success, 
we found it necessary to develop the 
Skippie sandal. Both are ideal play- 
shoes for little Donald or Betty Jane. 
The sharkskin tip defies scuffing and 
adds 50 per cent wear. The perfora- 
tions challenge heat. The Shoor-Tred 
construction gives growing feet protec- 


tion with flexibility. They’re the tough- 
est, coolest, healthiest shoes your child 
can wear.” 

Wrongly, perhaps, but nonetheless 
certainly, it seems that the idea of 
orthopedic or corrective shoes has in 
some way become associated in the 
mind of the public with middle age. 
And so it’s interesting and a little un- 
usual to find Marshall Field & Company 
saying in a boldface caption: “Young 
Men Too May Need Field Arch Pre- 
servers.” But the arguments they ad- 
vance seem convincing: “Taking proper 
care of your foot health is a habit that 
should start early and last all your 
life. If you are a young man on your 
feet most of the time, leading a stren- 
uous, active life, you may already have 
noted that you are subject to tired, 
aching feet. If so, perhaps you need 
the advantages of Field Arch Pre- 
servers. Our expert salesmen will be 
glad to explain what these shoes do for 
you.” 

And so the trend of June shoe ad- 
vertising at retail seems constructive 
and well calculated to convince prospec- 
tive customers that, whether they’re 
planning a vacation, a week-end in the 
country or just a Summer in town, 


footwear ought to receive very thought- 
ful and serious consideration. 


Landlords Sponsor Trade Day 


OAKLAND, CALIF.—The most success- 
ful “Downtown Day” Oakland has ever 
experienced was held on Saturday, 
June 18. Many towns have their Dollar 
Days and other events, but Oakland’s 
party is most unique. In the first place, 
it is sponsored by the landlords whose 
holdings are in the older or “Down- 
town” section of this lively city. For 
several years business establishments 
have been moving away from the older 
section, so in order to protect their 
holdings, the landlords began an ener- 
getic campaign to keep the public in- 
terested in this section. 

Merchants were encouraged to mod- 
ernize their stores, then five years ago 
the idea of a big trading day was 
started. A 32-page “Shopping News” 
type of broadside was distributed to 
120,000 homes within a 50 mile radius. 
Free rides on the street cars between 
9 and 11 in the morning, many free and 
worthwhile prizes, a big street parade 
and special prices in all stores, brings 
great throngs to the stores. Some 14 
shoe stores participated in this event, 
which was brought about by the prop- 
erty owners realizing their good for- 
tune is tied up in the well-being of 
their merchant tenants. 











THE TICKET 
PUNEDY {Oy a0atD, 


SUMMER 


Modernistic green and 
coral flower on pale green 


board. 

















CARD HOLDERS 
Oval base—burnished gold— 


three-color trim. These modern- 
istic holders take any size card, 
and harmonize with the finest 
window display fixtures. 

Supplied with annual services. 
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Everyone Passing 


is a Possible Prospect 


SELL THEM 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 
women's hosiery, store service, fitting, quality, styles. 


Single cards, 60c each—without text, 35¢ each 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 


tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $5.00 


MERCHANDISING AIDS 





Polly Clips 
fo LLy Cu P for Price Tickets—Adiustable— 


for Price Tickets Tilt at any angle. 





| 
Polly Shoe Holder . Ld 
To display arch, branded, and PRORDER 
fibre-sole shoes. Always re- 


mains in upright position. 





Recorder Stock Record 
Tickets 


for shoe cartons. Cyclone clips 
included: 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS aare obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling phrases, 
or blanks. 


12 dozen (printed or blank) 























(Crose out 


SPECIAL: 


Combination of one gross Polly 
Clips and one gross Arrows, only 


SERVICE 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 


average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 


each month. 


SPECIAL CARDS, with wording as wanted; or, duplicate stock cards for your 
other window—gratis. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
cards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35c per fifty, additional. 


CARD 


SHOW 
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SERVICE | MONTHLY HOLDERS Tickers 





Ne. | $5.00 6 100 





a 
xt 
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per year, payable 
per month. 


cash In advance, full year’s 


Ne. 2 4.00 4 100 





Ne. 3 


month additional 
each month’s service deliv- 





For thie service we will pay 
service, 5% discount. Checks 
from forelgn subscribers 


must be drawn on U. &. 
banks, or Include exchange. 
If for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 


ered, and agree to return the 
eard holders. 


der, we agree to pay $1.00 


Ne. 4 


per 




















FOR 








7q FOR ITSELF ¢- IN MERCHANTS SERVICE DEPARTMENT 
INCREASED BUSINESS BOOT € SHOE 


; CcOVAEVY 
/Mack (or On Now! 209 r5Ec ST yicaeouue 


aK ¢ 


“Dp”: White 


























Card _ Service 
.-» consisting of 
pa - card holders (with 
the first month’s service), 
... IMPRINTED 


TICKETS, at 35¢ per fifty, 
additional 











for 





“R”: Pale yel- “Q”: White “PP”; White 
low board. De- board; design board. Design 
sign in me- in two shades in turquoise 
dium blue. of green. blue and rose. 


Piease enter our order for the 
Recurder “Selling Messages,” 
beginning with JUNE, 


continuing monthly for one 
blank tickets each month, 


year, 


style, yellow 


pop Ml pene Size: 1/2” x 29¥4”—Prices on opposite page. 
design. 
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CLassighed andl Want Ad 





SALESMEN WANTED 


POSITION WANTED 


| 


POSITION WANTED 








SALESMEN WANTED 


to sell popular in-stock line of women’s high style 
novelties. Strictly commission. Must have estab- 
lished trade. May carry non-conflicting _ lines. 
Southern California, Arizona, Kentucky and Ten- 
nessee, Georgia and Florida, Louisiana, Mississippi 
oad Alabama, Western Pennsylvania and Southern 

hio. Send list of accounts sold and references. 


HANNAHSONS, Haverhill, Mass. 











ALESMEN WANTED. Men to carry an 

outstanding $3.00 retail women’s arch type 
line on commission basis. Kindly give past 
experience and references. Address E-796, 
care, Boot & Shee Racpeder, 239 West 39th 


Street, New York 





SHOE Salesman desiring a a side line 
from which to establish a “Buf N.Y in- 
come, write J. S., 86 Ellicott Ste Bu N. 





SALESMAN — Junior Deb shoes. Retailing 
$3.00. Commission basis. Address E-326, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





SALESMEN Wanted to carry complete line 
of ladies’, men’s and children’s house slippers 
as side line. All territories. Address E-820, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. 





XPERIENCED salesman wanted to cover 

Pennsylvania, West Virginia and Ohio. 
Commissions only. Large line of Growing 
Girls’ and Women’s Novelty Footwear in stock. 
References necessary. Penn Shoe Co., 947 
Penn Ave., Pittsburgh, Pa. 





SALESMAN to sell ladies’ soft-sole, leather- 
fabric slippers. Coast, Middle West. Com- 

mission. References. Address E-822, care Boot 

& Shoe Re Recorder, 239 West 39th Street, New 
ork, . 





XPERIENCED SHOE SALESMAN with 

following among shoe retailers and depart- 
ment store buyers to sell nationally advertised 
line of orthopedic appliances and remedies. 
Established clientele. Applicant must drive 
car, must have high school or college training. 
Territories in Eastern States. Address E-823, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y 





BUYER WANTED 


BUYER and manager for new shoe department 

in Chandler’s, Tremont Street, Boston. Only 
a man with thorough shoe-buying experience 
in medium to better-grade women’s shoes will be 
considered. Apply, stating experience, also 
store and manufacturers’ references, to Wm. 


Hahn & Co., 7th & K, Washington, D. C. 








Because: 


from every angle. 
almost any machine in a shoe factory. 


heels and soles, etc. 


and Canada. 


39th Street, New York, N. 





DO YOU WANT TO INCREASE SALES 
—TRAIN YOUR SALES FORCE?— 


I CAN DO IT FOR YOU! 


I have had 24 years of experience in the shoe business and know it thoroughly 
I am a shoemaker, know shoemaking technique, and can run 


I can sell shoes and anything pertaining to shoes. 
I know the materials used in shoes and can promote their sale—materials such 
as quarter linings, sock linings, heel pads, insoles, midsoles, heel bases, rubber 


I can show and train salesmen to sell these materials in the right way. 

I also have an intimate knowledge of Latex saturations and base materials as used 
in imitation leathers, insoles, counters, etc., and the coatings used on these materials. 

I am familiar with all the problems confronting manufacturers of shoes and 
have an intimate working knowledge of every shoe factory in the United States 


AND—IF YOU ARE INTERESTED—I CAN SELL THESE FACTORIES 
YOUR PRODUCTS. Address E-816, care BOOT & SHOE RECORDER, 239 West 








MANAGER BUYER for retail shoe store or 
department. Aggressive, 31 years old. Will 
ing to go anywhere. Address E-825, care Boot 
& Shoe Recorder, 239 West 39th Street, New 


York, N. Y. 





OUNG MARRIED MAN, 31 years of age, 

desires connection managing popular-price 
shoe store. Fully acquainted | with chain store 
systems. Eleven years’ experience in merchan- 
dising, buying and all-around shoe store opera- 
tion. Women’s novelties profitably promoted. 
References. Gentile. Prefer East. Address 
E-824, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





LINE WANTED 











W ANTED—Manufacturers or Goods Jobbers 
general line or strong ladies’ novelties to 
retail $2 and $3. Kentucky and Tennessee ter- 
ritories. Commission Basis. Address E-821, 
care Boot & Shoe Recorder, 239 West 39th 


Street, New York, N. Y 





WANTED TO PURCHASE 





IX or seven foot United Beam Dinkers. 


Porter Shoe Co., Milford, Mass. 











BUSINESS OPPORTUNITY 


W ANTED—An expereinced shoe man to lease 
and operate a concession for a children’s 
department in a well-established women’s and 
men’s better grade shoe store. An unusually 
good opportunity for the right man. Address 
E-815, care Boot & Shos. — 239 West 
39th Street, New York, N 








FOR SALE 











IDEAL SHOE PLANT 
For Sale 


papa Mass. 
rs and basement 
30,000 Pi fe Heavy Construction 
Plenty skilled help. 
Address E-804, care BOOT & SHOE RECORDER 












140 Federal St., Boston, Mass, 
















STORE FIXTURES 


COMPLETE shoe store equipment, sectional 
shelving, seating, shoe cases, window and 
lighting fixtures, etc. Blyn Shoe, 55 Warren 
Street, New York City. Tel. Cortland 7-3474. 














mum charge 75 cents. 


address should be counted. 





When a box number is desired twelve words should be added for the address. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
For all other classified advertisements the rate is 7 cents per word. 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
i533” Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Se 






Minimum charge, $1.25. 
In all other cases each word of the 
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WANTED TO PURCHASE 


BUSINESS OPPORTUNITY 


MERCHANTS’ NEEDS 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 





Money in Foot Correction— 
BE A TECHNOPEDIST 


Our graduates are building successful practices in 
this new and dignified profession. Home Study 
Course, including working models and equipment, 
furnished at low cost. Easy terms. Write. 

THE TECHNOPEDIC ee 
665 Broad Street Newark, N. J. 














WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also randed Shoes such as 
Walk-Over, Florsheim, Bnna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Etc. 

IRVIN RUBIN 

“The House of Jobs’’ 

89 Reade St. Cor. Church 

Phone Barclay 7-7887 New York City 








CASH FOR BRANDED SHOES 


Men’s, Women’s—Factory or Retail 
Wanted: Red Cross Florsheim, Arch Freserver, 


Enna Jettick, etc., ‘Nunn-Bush, }os- 
tonian, Walk-Over, etc. 


BARIS SHOE COMPANY, Inc. 


79 READE STREET, NEW YORK 
Telephones WORTH 2-5180, 5181 








HIGHEST CASH PRICES 
PAID 


for shoe stocks, slow sellers, ete. Short time lease 
t 


taken over. 





Est. 1890 
MAX GLAUBERG 
56 Lispenard Street, New York City 
Phone: Canal 6-2632 

















Leather Trade Tournament 
A Big Success 
By B. C. BOWEN 


MILWAUKEE, Wis.—The recent an- 
nual outing and golf tournament of 
the Leather and Allied Trades Asso- 
ciates at North Hills Country Club was 
an affair of which its sponsors, headed 
by Alex Mueller, may well feel proud. 
This fraternal body includes in its 
membership all those producing or sell- 
ing leather, machinery or supplies used 
in the manufacture of shoes. They 
were host this year to the following: 
Albert O. Trostel, Sr., A. P. Gilbert, 
Ed Huth, Frank Ripple, Chet Kraut- 
hofer, Chas. Ortgiesen, S. A. Weyen- 
burg, Fred Callies, E. J. Beckman, 
Chas. Pfeiffer, Alex Campbell, George 
Frank, and Ted Simons. 

The grand finale, dinner and award- 
ing of prizes, was given an inimitable 
touch by Joe K. Reynolds, and as the 
“Chair” he paid a fine courtesy to the 
50 years of service to the industry by 
Mr. Trostel, also to each of the manu- 
facturers present, and to each golf 
prize winner. More than a hundred 
men sat down to dinner, eager for the 
evening’s events, and seldom did the 
“Chair” find it necessary to “yield” to 
the eager desire of those well oiled for 
a speech. The wit of the evening, W. W. 
Morgan, or “Bill” Morgan to his pals, 
brought peels of laughter, when he was 
presented a flaming umbrella as a golf 





MERCHANTS’ NEEDS 








Pou» SHOE 
OLDER. 


Pat, Pending 
To properly display arch support shoes, 
branded shoes, golf shoes and fibre sole 
shoes. Always remains in the correct up- 
right position. Occupies little space. Almost 
invisible when in use. Will not fall over. 
Used for Men’s and Women’s shoes. 
$3.00 per “ap $1.65 per '/2 dozen 
- POLLINGER CoO. 

St. Louis, Mo. 

















prize, for this big and grand guy with 
a voice as big as his 265 pounds was 
not to be denied his “speech of accep- 
tance.” 

Other prize winners were: 

Low gross: C. R. Kilham, 79; Chet 
Krauthoefer, 79; J. B. Fuller, 81. 
Second flight, John Ward, W. J. Wil- 
mert, A. P. Gilbert, all 94’s. Third 
flight, George Porter, Harry Kennedy, 
Frank J. Kelly, all 104’s. Fourth flight, 
L. W. Staab, 113; Gene Mullane, 114; 
L. R. Gildae, 116. Booby prize, C. G. 
MacLachlin. Blind bogy: Harold Ste- 
wart, Russell Nelson, Francis Kiernan, 
G. F. Groom, for 88’s; Chas Ortgiesen, 
87; Barney Bowen, P. Ebbling, for 89’s; 
W. F. Bendt, Jack Milligan, Gust Sokol, 
and Art Gebhardt, for 86’s; and for 
90’s the following were rewarded with 
golf balls: Alex Campbell, George 
Frank, Sam Shapiro, Stanley Howell, 
Fred Calles, Dwight Ellis, Irwin Weh- 
meyer, Ed Huth, “Vet” Weyenberg, 
Jim Woods, Ted Simons, D. R. Lepper, 
J. R. Reilly, Albert Trostel, Jr., Alex 
R. Mueller, C. L. Hagerman, B. W. 
Adams, A. F. Kruse, Chet Simes, W. W. 
Morgan, Eddie Wenzel, W. Rudolph. 

The others present included: C. E. 
Becker, J. M. Broxham, C. O. Chapline, 
J. G. Freeman, J. B. Goldbach, E. A. 
Gallum, E. E. Holderness, Jack Hanlon, 
E. J. Kibbey, I. M. Kerr, C. F. Ken- 
nedy, E. C. Mueller, J. E. D. Mce- 
Meachen, Cliff Marshman, A. P. 
Melindy, Harry D. McGowan, Ralph 
Morgan, P. S. Ott, George Oberwinder, 


Walter Pachaly, David Payne, L. J. 


Petrie, W. K. Shanley, B. Urban, Jos. 
Varley, W. Weidner, A. A. Wakeford, 
A. F. Wolff, W. G. James, Maynard 
Adams, W. D. Scott, E. Bloch, Robt. 
O’Brien, H. L. Patzer, Walter Hardtke, 
W. P. Spearel, F. D. Shea, H. E. Rus- 
sell, Earl Reed, W. D. Williams, Wm. 











There's a Proven 
Way to Prevent 
“LOST 


Give your cus- 
tomers—even the 

“hard - to - fit” — ¢ 
shoes that fit per- : 
fectly and comfortably 
and you’ve made not 
only sales but permanent 
customers. It can be 
done by making shoes 
conform to the foot... 
scientifically and _satis- 
factorily . . . with the 
DUNDE DE. 

VICES. They’re 
inexpensive 

and simple to 

use. 


Write for 

complete de- 

tails, NOW. 

» +» - or take 

advantage of this 
SPECIAL COMBINATION OFFER 
Machine and Hand Iron Complete 


$35.00 
F.0.B. New York City 


Machine alone 
Hand Iron alone 


DUNDE RESHAPING DEVICES, Inc. 


13 East 37th St., New York, N. Y. 
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Kelley, Otto Abel, Chas. McGarrity, 
Eugene Greensfelder, John _ Ivany, 
Chas. Jellama, Jack Hoffacker, C. J. 
Siegmand, Carl Vogel, J. B. Catlin, 
C. J. Weber, W. J. Hall, S. J. Krasse- 
boom, W. A. Priebe, E. A. Seidel, G. U. 
Pullman, Bob Matthews, and A. C. 
Jackson. 

One of the finest things any group 
of men can do was the tribute paid to 
John Mueller, brother of A. R. and 
E. C. Muller, who passed on last De- 
cember, but who was among those pres- 
ent at last year’s affair. His genial 
personality like that of Ed Mattsson 
will long be remembered and missed by 
the bunch of good fellows who carry 
on in service to the Wisconsin shoe 
industry! 


Alligator Conservation Planned 


JACKSONVILLE, FLA.—State officials 
are considering steps to conserve the 
fast-disappearing alligator. Up to 
the present time little has been done 
toward this goal, as plans for stocking 
certain canals and swamplands have 
never materialized. Recently, serious 
thought has been given toward saving 
the slow-moving reptiles, from the fate 
of the dodo and buffalo. In addition to 
being a valuable tourist attraction, the 
*gator is the basis of a sizable industry. 





SNE LOOT Ee on ting Rt 


TORRONE ame woos 


eres 


ASC Tree 





Page 74 


The Scholar 


He knows an endless list of facts, 

And has them classified and labelled 

—Things, formulae, dates, numbers, 
acts 

—All catalogued, and shelved, and 
tabled. 


He knows the chapter and the page 
Where every item has been mentioned, 
And he can always name the age 
When this was done or that intentioned- 


He can repeat long paradigms, 
Principles, logarithms, tables. 
He can recite the dryest rhymes, 
And mustiest of ancient fables. 


His knowledge ‘s exhaustive as 

The dictionary. None can doubt it. 

He knows unnumbered things, but has 

No notion what to do about it. 
Clarence Edwin Flynn. 





Jacobson and Stenchever 
Employees Hold Annual Outing 


NEw YorK—The employees of both 
Jacobson Brothers of New York and 
Stenchever’s of Paterson, N. J., held 
a combined outing at Mt. Freedom, 
N. J., on Sunday, June 7. About 250 


# Buying 





persons were present in a holiday mood | 


and everything including the weather, 
conspired to make it a big success. 

Private cars and buses, filled to over- 
flowing, left New York and Paterson 
in the morning and arrived at Mt. 
Freedom before noon. Dinner was 
served at Saltz’s Hotel after which 
handball, tennis and swimming enthu- 
siasts formed groups to spend the after- 
noon at their favorite sports. Everyone 
returned in time for the big event of 
the afternoon, the baseball game be- 
tween the Jacobson and Stenchever em- 
ployees. It was a hotly contested and 
well-played game but finished with the 
Stenchever team holding a lead of 18 
to the Jacobson team’s 9. 

Supper was served at the hotel at 
6.30, and an evening of dancing fol- 
lowed. It was nearly midnight before 





cars, filled with tired but happy merry- | 


makers, started for home. 
dict “perfect” for the day was unani- 
mous. 


Better Business in Providence 


The ver- | 


PROVIDENCE, R. I.—That business is | 
decidedly better here is shown in the | 


record of Emerson-Ward, where sales 
for the first five months of this year 
are 30 per cent ahead of sales for the 
same period of last year. 

Stephen J. Oski, manager of the 
business, attributes the rise to improved 
business conditions and to their direct- 
mail activities. Regular mailings go to 
some 12,000 persons in this city and its 
surrounding cities and towns. 

W. E. Brown, manager of the Enna 
Jettick shoe store, also reports a fine 
sales increase, with figures running 
about 20 per cent ahead of last year’s. 





| 
| 
| 
| 
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BOOTS AND SHOES 


BROOKS SHOE MFG. CO., Philadelphia, Pa.. ey ra PE ENS ANT TARE Co OS 
ee a a O° ee eer ec 30, 31 
66 


CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass..................002.0000 000s 
CURTIS-STEPHENS, EMBRY CO., INC., Reading, Pa........................0-.... 34 
ENDICOTT-JOHNSON CORP., Endicott, N. Y............... cc ccc cece eee e ees 

GILBERT SHOG Gr tite, Thientville, Wis... 0... cc ewe c cbt cc ccc ewes 
GREEN SHOE MFG. CO., Boston, Mass.............0.-..00 00 e eee eens 
HANNAHSONS SHOE CO., Haverhill, Mass............... 0. cee ccc ce cee eee eens 
URI ee maha, Mab. ©... ec oe eee eb av stew ee nerewntes 68 
LUMBARD GING see., Auburn, Me... 2... coe cee cc cee eee eee or ea ate 


eee Ree re er ee 68 
A I IE oo 8. ccc cere tic obs dcceitgalelseaestractncias 52 
MRS. DAY'S IDEAL BABY SHOE CO.., Danvers, Mass.. RAG Eee re: 
O'DONNELL SHOE. CO., Humboldt, Tenn.. 5a EER REESE e e 
OWENS SHOE CO., Salem, Mass.. WE eg le he Rene ee oe 66 
PIED PIPER SHOE CO., Wausau, Wis... “oe La ee $d ele ak S28 ot iene ho ae 57 
ROBERTS, JOHNSON & RAND, St. Louis, Mo..... 2.2.0.0. 00 ce cece cece eee BY 
ie III, FROGS, oo occ ee ces cpeniccetie wen ed sace ewes encnmeamginamas ase 64 
ee ae Le ee a ene aa 14 
TWEEDIE FOOTWEAR CORP., Jefferson City, Mo....... ee ee ere a ee 18 
VAUGHAN-TOWLULOGO., Wakefield. Mass... 0... cece ccd sete renee eeens 62 
WALL, STREETER SHOE CO., No. Adams, Mass..............002 0200 cece ee eee eee UN 
WIDLEE Tmt Sree, St. Louis, Mo... o.oo che ee cece te ect een eee 33 
LEATHER AND OTHER MATERIALS 
ALLIED CID CO. tiew Gestle Oiw., New York City... 2... 2.5 ccc ete cc eres : po 


OU AM ci b5ig.c'dul eins Cade de ese os fed 64s Vee wC eu ewe ses 
CAL TAR Os Boston, Mast... .... occ os cec ccc eset e ces eccneesonee 2 


DEWEY & ALMY CHEMICAL CO., Cambridge, Mass....... . Front Cover 
EAGLE-OTTAWA LEATHER CO., Grand Haven and Whitehall, Mich.. ..3rd Cover 
ne A Pe eer I i fC 15 
HUBSCHMAN, E., & SONS, Philadelphia, Pa........ ...............+....... 2nd Cover 
ER Me IE ONION, PAOM so wc on wk ce cnet et see ee sie ete 47 
DAMTHIEIIPANGO GD... Chelsen, Mass... 2... 00. ccc ccc ccc e ete eseeces OF 
SETON LEATHER CO., Newark, N. J............ bo 


SEATTERY GAGs, Doers MasE. oon ww ce ce ee Rice gabe Lap BONS etnies 
SURPASS LEATHER CO.., Philadelphia, Pa................0-620 cece ee eee. pegee ke 10 


VANE TAGSEL LBATIte OO, Norwich, COnn:. 6 «0.006665. c ices cence cn tcnecosece 62 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
EVERETT & BARRON CO., Providence, R. I.. 65 nh 
SPAULDING FIBRE CO., No. Rochester, N. H.. Se ee aN eee: Pe ee PIE Rr 3 
UNITED LAST COMPANY, Boston, Mass.. Se eR ee 
UNITED SHOE MACHINERY CORP., Seston,; im. 12, 55 
STORE EQUIPMENT AND FINDINGS 

ADRIAN X-RAY MANUFACTURING CO., Milwaukee, Wis........................ 63 

73 


DUNDE RESHAPING DEVICES, INC., New York City..........0.00.0 2. ce eee cee 
GRAND RAPIDS STORE EQUIPMENT CO., Grand Pisa eee ae Eh sehr) ae, es 43 
PITTSBURGH PLATE GLASS CO.., Pittsburgh, Pa.. bess ae aelh ae Ndaetes we 


EAs os, Bec te LUIS, Mos. 6. ci eee hea eee ene 73 
SCHOLL MFG. CO., Chicago, Ill............... Re es te SR eG Ee ER 
ey II I SMI Eso oo ciiae 0 oic cd See pce Wed eed vle's bb o'bis'e's Bi. 0 beh bee es 48 
Mena, Ole Pauls, Nos... 5.55 co son ie ee beds bows’ 60 
MISCELLANEOUS 
BARIS SHOE COMPANY, New York City...........- 00... ee eeee eee cece eee ees 73 
HOTEL BELLEVUE-STRATFORD, Philadelphia, Pa..................00cc cece cc ceeess 69 
a 50 Fj. o'g,5 seo c's Aials.< n.d.e'4.9 65.0'8 Ws 0144.4 pine ee eae 69 
I I EO 5202 OD. Bag caw yo a-e'e-si0:0 bis vee ane mocevascivneeers 73 
KIRSCH-BLACHER CO., INC.,. New York City. ........... 0. ccc ccc ccc cee cee eens 73 
gS CU on ee: 
NATIONAL RETAILERS MUTUAL INS. CO., Chicago, Ill..........0 0.00... c cee eee 56 
TECHINOPEDIC INSTITUTE, Newark, N. J.. 2.00.00. ccc cece ee caee ees 73 
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Endive Green, Vode 988 For End=ol-Day, Merchandise 


Citron Yellow, Vode 987 


Vode 962 ee 


Saratoga Green, 


Vode 908 


ine 
Tangerin , 


Lido Violet, Vode 26° xr & 
Belmont Purple, Vode 979 j. os ; | = Pa ff | c ¢ 
Aubergine: Vode 975 tage 7 . wx 
In Vode 
Doeskin 


Colors as subtle as nature's 
own have been developed 
in Vode Doeskin. In multi- 
tones and ombre combina- 
tions, or in monotones with 
accents of gold or silver 
kid, it is first choice for this 
season's colorful end-of- 


day and evening slippers. 


For economy in the cutting 
room, beauty in the show- 
room, specify Vode Doe- 
skin. Its pastel and bright 
shades are true to the new 


Colored doeskin stitched \ formal picture. 
metal Kid trim. | 


STANDARD KID DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
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STEWART & POTTER COMPANY, BROOKLYN, NEW YORK 


STYLE — SERVICE — FIT 


are indispensable factors in Last Making. For 





over fifty years, Stewart and Potter Company 
have maintained an acknowledged leader- 


ship in this art. 


Leading Shoe Manufacturers and Retailers 
know that shoes made over these lasts are 


foot fitters and always properly styled. 


THE LAST WORD 


UNITED 


L_UNITED LAST COMPANY —1 


140 FEDERAL STREET, BOSTON, MASS.—— 
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The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. EMPIRE LAST WORKS 
AUBURN, MAINE ROCHESTER, N. Y. 

T. W. GARDINER CO. KRENTLER BROS. CO, 
LYNN, MASS. ST. LOUIS, MO. 

UNITED LAST CO. KRENTLER BROS. CO. 
BROCKTON, MASS. MILWAUKEE, WIS. 

stewart & potrernco, THE LAST WORD  ynitep tastco., tt. 


BROOKLYN, N. Y. U N | T E D MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 








—~Men’s black duck, extra 5024—-Women’s white duck, sanded 
SS ~~ gh prea ee $0.93 crepe sole. Sizes 24%4/8.... $0.73 
Ss in Boys’. Sizes 24/6 5024M--Same in Men's. Sizes 
6015—-Same in Boys eats 24 Pr 
6012M—White as above. 

6013M—Brown as above. 5029—Women’s white duck, white 
: sole. Sizes 2344/8 $0.64 

6014M—Black as above with lam- 
inated sole 5029'/2—Same in Misses’. Sizes 
11/2 $0.58 


5028—Same in Bal pattern. Sizes 
2144/8 $0.64 
5028'2--Same in Youths’. Sizes 
11/2 $0.58 


6003M-—-Men’s Brown duck, black 
diamond sole. Sizes 6/12.. $0.66 


6003—-Same in Boys’. Sizes 2%/6 
$0.60 


034%4—Same in Little } 
Sizec 5/12 oi 
6000M—Same in White 
6002M——-Same in Black. 
6004M—Same in Neutral. 


5020M—-Men’s white duck, white 
sole. Sizes 6/12 $0.63 
5020—Same in Boys’. Sizes 2344/6 

0.57 


aa -Same in Youths’. Sizes 
1 $0.51 


5021M—Brown as above. 
5022M—Black as above. 


5025—Women’s Sun Tan. Tan 
sole. Sizes 24/8 $0.57 
50252—Same in Misses’. Sizes 
11/2 $0.51 
5025%4—Same in Child’s. Sizes 
6/10% $0.46 


5026—White as above. 
5027—-Black as above. 


6020M--Men’s white duck, imita- 
yor knurled crepe sole. Sizes 
/12 $0.67 


phd -Same in Boys’. Sizes 24%4/6 
$0.61 
7 fiiewons in Youths’. Sizes 
$0.54 
euntNe-tiames in Little Men's. 
Sizes 5/12 $0.49 


6022M—Same in Black. 
6023M—Same in Brown. 


ENDICOTT 








GENUINE LEATHER INSOLES (<4 


AN OUTSTANDING FEATURE 7” 
IN EVERY E-J TENNIS SHOE, 4. 


HARD playing, active outdoor enthusiasts, and 

there are millions of them this season, know 
that proper footwear is a most important item. 
Feet must be comfortable and cool if games are 
to be enjoyed and played with any degree of 
proficiency. 


These outdoor enthusiasts who appreciate the 
necessity of comfort, protection, ventilation and 
support for the feet, always select E-J Tennis 
Shoes. 


Made with Standon Genuine Leather Insoles 
which positively prevent burning, curling and 
creasing, E-J Tennis Shoes are durable, long 
wearing and economical; Endicott-Johnson qual- 
ities which make them the best buy of all. 


Order them today! Theyre in-stock for Men, 
Women and Children and ready for immediate 
delivery |! 


IN-STOCK 


6006M—Men’'s white duck. Sizes 
6/12 $0.74 


6006—Same in Boys’. Sizes 244/4 
$0.68 
6006'2—-Same in Youths’. Sizes 
11/2 $0. 
6008M—Black as above. 
6009M—Brown as above. 





5018M -- Men's black athletic 
sanded crepe sole. Sizes 6/12 
$1.25 


~ THERE'S AN oat “x ; fj " a 5018—Same in Boys’. Sizes wale 
| ENOICOTT-JOHNSON ee ae 
!) ( —#4 
Product 
XE STORE 


ENDICOTT NY Sauls ae 
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made by, G. EDWIN SMITH 


All-over patent ... patent and calf. . . patent 
and gabardine ... in all three, Colonial Black 
Magic furnishes the sparkle, the glamour 
that makes shoes like these so appealing to 
women. It can safely be said of Colonial 
Black Patent that it will last the life 


of the shoe, will keep its lustrous, 


high-lighted finish as long as the shoe is worn. 
That, of course, is one reason why G. Edwin 
Smith uses it, and also uses a great deal of 
the other popular Fall colors—99 Mascara 
Brown, 258 Brown, 182 Sailor Blue, 

and 198 Green. Colonial Tanning 


Company, Boston, Massachusetts. 


FOR THE BEST PATENT LEATHER SHOES 





When writing advertisers please mention Boot and Shoe Recorder 
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WHERE STRENGTH AND 
STURDY CONSTRUCTION 
ARE ESSENTIAL .. . 


Experienced manufacturers and retailers 
know the importance of strength and rigid- 
ity in shank construction and wood heel 
attaching. 


Based upon sound shoemaking principles, 
Unishank and WM Wood Heel Screw 
Attaching combine to promote security to 
the finished shoe. These thoroughly tested 
methods add strength, increased durability, 
and comfort to the shoe throughout its life. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 














HARVEST ¢ THE 


This warm, soft and glowing color is 
‘clicking’ on a broad front of men’s foot- 
wear for early autumn. It’s a best seller! 
And it will play a merry tune upon shoe 
merchants’ cash registers with the arrival of 
autumn tang, for it is truly a He-Man’s 
Color Tone, because it goes well with the 
ruddy tones in men’s Fall tweed and chevi- 
ots. Luxor Calf is among the finer things 
of life, which men who know leather for 
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GOOD WILL 


the look and quality it gives to footwear, 
fully appreciate. For business and street 
wear, or the nobbier sport types, this, “The 
World’s Finest Colored Calf,” has the fine 
grain with tight break and the desired mel- 
lowness which spells foot comfort and cus- 
tomer satisfaction. Swatches of this and 
nine other accepted colors will be sent on 
request. 


1936 


A COMPLETE SERVICE IN FINE CALF LEATHERS THE OHIO LEATHER COMPANY GIRARD, OHIO 





